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A Crackerjack Salesman and Stock Clerk Combined 


HAT’S exactly what you get 
with the new Champion Spark 
Plug Merchandiser. Installed on 
counter, show case or shelf, it will 
do the work of a live, up-to-date 
salesman—calling the attention of 
every customer in your store to 
your Champion Spark Plug stock 
The chart attached to the Mer- 
chandiser tells at a glance the 
proper type of Champion to sell 
to a customer. With it before 


601 Avondale Ave. 


n~ 


Entered a 


you, no guess work, lost motion 
or errors can creep in. You can’t 
go wrong if you consult it. 

As a stock clerk, the Merchan- 
diser will tell you instantly just 
what types of Champion Spark 
Plugs you have on hand and the 
quantities of each. It keeps your 
plugs intact and the cartons fresh 
and clean. 

Built of metal with a rich ma- 
hogany finish, the Champion Mer- 


Champion Spark Plug Company 





chandiser makes a handsome fix- 
ture for any store. 

Our Special Free Offer to Dealers 

We will include one of these 
handsome and costly Champion 
Spark Plug Merchandisers, free 
of all costs, with a shipment of 
any one of five different assort- 
ments of Champion Spark Plugs. 
Take this up today with your job- 
ber or send us your name and 
address for full details. 


Toledo, Ohio 
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BILLMONT 


The Mechanic's Kit 
FP ging sie seed garage men and mechanics everywhere are 








buying this complete outfit in order to save time and do better 

work. If the professional, surrounded by all the conveniences 
of a repair shop, feels a need for wrench equipment like this, how 
much greater is the car owner’s demand if he does any work at all 
on his own machine. 


Besides the kit box and tray this set consists of the Master Wrench, 
with its hooked nose which goes into the hard-to-reach places; the 
Junior, which has the same sliding T-bar handle and is similar to the 
Master except that it has a straight shank; the Speeder, Rim Brace, 
Offset, Short T, Long T, and the new Ratchet, all of which take all 24 
sizes of Billmont interchangeable sockets, both square and hexagon. 
Also one Interchangeable Screw Driver and two extensions that are 
likewise interchangeable. There is hardly a job on your car that does 
not present a suitable place for the use of a Billmont wrench, and you 
will save the price of the Mechanic’s Kit many times through the 
avoidance of unnecessary professional repairs. 

Ask your dealer to show you the Mechanic’s Kit. If he hasn’t it in 
stock, his jobber can secure it for him in a few days. 


Dealers: Write for details of Master Dealer proposition—a new sales plan 


Edgar C.Guthard Co. 361 East Ohio Street, Chicago, Ill. 


207 West 76th St., New York Phelan Bldg., San Francisco 
336 Brock Ave., N., Montreal West, Quebec 


WRENCHES 
with-Interchangeable Sockets 
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MODEL B 
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MODEL C 


Another Easy Selling Model Is Added to 
the Anderson Line of AutoReelites 


Anderson Model B-6 AutoReelite is the popu- 
lar size used by thousands of motorists. It is 
finished in beautiful black enamel with nickel 
trim. Back of the 20 c. p. lamp is a silvered 
parabolic reflector of carefully determined 
contour to increase and direct the light rays. 


A 3% inch road mirror is furnished. 
The Anderson Sport Model and the the Auto 


Reelite De Luxe are for those who desire some- 
thing more ornamental for fine cars. 


Model B: 
Model B-6 —6-inch, Black and nickel, with mirror .$ 9.00 
Sport Model  —7-inch, Black and nickel with mirror . 10.00 
De Luxe Model—7.inch, in all nickel with mirror . . 15.00 


A new AutoReelite, the Anderson Model C, is 
made with a brass single shell. It is lighter 
in weight than the Model B and is a really 
beautiful spotlight for all types of cars. 


The standard Model C light is furnished in 
two sizes, six and seven inches. All nickel 
parts are absolutely rust proof and the back 
and reel case are of durable black enamel. 


For sport cars and cars with distinctive body 
design, Sterling model made entirely in nickel 
with rear vision mirror is especially suitable. 


Model C: 

Model C-6 —6-inch, Black and nickel, without mirror $ 9.00 
Model C-7 —7-inch, Black and nickel, without mirror 10.00 
Mirrors for above $1.00 extra. 

Sterling|Model— 7-inch, all nickel, with mirror . . . 15.00 


Anderson Electric & Equipment Co. 


154 Whiting Street 


-~ 





Chicago, Illinois 


All models of the Anderson AutoReelite have the patented reel with plural —_—— 


The twelve-foot cord works on a reel like a window shade on its roller. No addi- 
tional electrical connections are necessary to carry the light to any part of the car, 
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It Always Happens! 


Said the Superintendent: 


“So you are an AMBU Graduate? 
Then report for work tomorrow morn- 
ing. We’re laying off mechanics, but 
we are looking for trained Automobile 
Electricians. By trained, I don’t mean 
the man who has picked up the rudi- 
ments of the work in a shop under 
some skilled electrician; he must be 
posted in the theory as well as the prac- 
tice; he must have learned—as you have 
done—to think electrically.” 


We Have Made Many 


Hundreds of Young Men 
Successful and Independent 


Every graduate of AMBU Institute is fitted to 
establish himself in a good business or to take 
an excellent position in any factory or garage. 
There are not one-quarter enough trained men 
to care for the electrical repairs of the thou- 
sands of autos in use today. 


At AMBU Institute, the eight weeks course 
teaches all about all the details and principles 
of— 
STARTING AND LIGHTING 
IGNITION—BATTERIES 


FUNDAMENTALS OF ELECTRICITY 


Individual instruction in limited classes in- 
sures thoroughness. Actual shop work on all 
types of apparatus in connection with class- 
room lectures and quizzes. 


A new class starts every two weeks, beginning 
January 17th. Advanced registration required. 


Write for Catalogue 21. 
“You Are Taught to Think Electrically at Ambu” 


AMBU ENGINEERING INSTITUTE 


C. J. Buckwalter, Pres. 


Founded in 1919 by American Bureau of Engineering 
1605 S. Michigan Ave. 
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Better 
Than Ever Before 


We are very much pleased 
to amnounce our 1921 
‘**BACO CARBON-ARC 
SODERWAND.” 


If you want a soldering iron 
that is EFFICIENT; that 
will save you money on 
every job you use it, get a 
BACO. 

Our iron, equipped with 114 inch 
head, absolutely reaches soldering 
temperature in one minute and fifteen seconds. It 
will get red hot in two minutes and thirty seconds. 
Jur iron stays hot longer than any other iron, for 
the reason that the heat unit is within the soldering 
head. The heat therefore radiates from within out, 
and as a consequence the last place to lose its heat 
is the outside. For the same reason tinning on our 
iron will last longer, as no heat is applied directly 
on the outside. 


We take this opportunity of announcing our 1921 
price of $18.00 on our standard “BACO CARBON- 
ARC SODERWAND.” If you want a soldering iron 
for less money, do not consider a BACO; but if 
you are looking for an iron that will give the high- 
est service in the least time, order a BACO from 
your nearest jobber. 
Detailed information may be had upon request. 
SPEED AND EFFICIENCY is our slogan. 


Baco Electric Co. 
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HE | -FI 


FOR EVERY MOTO 


In passenger cars Hel-fi Plugs save fuel, permit greater range of opera- 
tion and give a smooth, even flow of power which cannot be obtained 
except where every power unit is utilized. 

In trucks the Hel-fi Standard or Tractor Special gives maximum service 
under any and all conditions, delivering full power under the heaviest load. 

The Hel-fi Tractor Special is a special plug for tractors. It is sturdy, 
powerful and built to stand the most exacting conditions. It is the only 
really satisfactory tractor plug on the market. 


THE HEL-FI COMPANY 
Belvidere, Illinois, U. S. A. 
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You who are familiar with past show numbers of MOTOR AGE know what 
a fund of information, data, ideas and selling ammunition comes with the 


Annual Show Issue and Specification Number 


For the benefit of those who were not members of the big MOTOR AGE 
Family in former years, we submit herewith a list of some of its most im 
portant features: 


The Automotive Industry and the 1921 Shows. 


What Is New in Design—a review of the year’s development in automotive 
vehicles. What we may hope to see in the future. 





Easier Maintenance—a presentation. of the things that will make the cars 
of 1921 easier to service and keep in repair. 


The Fuel Question—what has been done by engineers in designing automo- 
tive apparatus to successfully handle present-day fuels. 


The Trend in the Industry—a review of the industrial situation with a fore- 
cast of future developments. 


The Trend of Truck and Tractor Design—what the makers of trucks and 
tractors have mapped out for the coming year. 


The Location of the Storage Battery in the Chassis—a resume of present in- 
stallations by an expert battery service man with suggestions for future de- 
velopments. 


The Average Car for 1921—a composite design incorporating the averages 
of all passenger car specifications. 


The Car Illustrated—a picture gallery showing all the models to be pro- 
duced by the American manufacturers for 1921 and which will be shown 
at the shows. 


Specifications of passenger cars, trucks, farm tractors, electric lighting sys- 
tems for automobiles, house-lighting systems, etc., etc.—a catalogue of in- 
formation of the utmost value to those in the automotive industry. 


And—another big feature in the nature of a big surprise—something you'll 
want to hold on to like your pocketbook—something that has taken years 
of experience and plenty of expert work to develop—watch for the big sur- 
prise ! 
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N the Nash Four, now being 
manufactured in the ew Nash 
Four factory in Milwaukee, un- 
usual power and flexibility are 
outstanding features. Its per- 
fected Valve-in-Head motor is 
the product of that same Nash 
engineering skill responsible for 
the Perfected Valve-in-Head 
motor of the Nash Six which in 
severe and long time service has 


well established its great power 
and dependability. 


THE NASH MOTORS CO., KENOSHA, WIS. 


Manufacturers of Passenger Cars and Trucks 
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The VALUE 

















of a CORNE 


Some Suggestions as to Its Use in Boost- 
ing Trade and as an Economic Vantage 


Point 


HERE is a deep seated feeling 
gained from the study of some 
hundreds of inquiries for garage 
suggestions that few dealers know the 
value of a corner location. Instances 
“ are quite common where a dealer will 
want his private office in the corner and 
many and varied suggestions for the use 
of this space have been received run- 
ning all the way from stock room to 
women’s rest room. 

Thirty years ago it was a popular and 
general practice to build store byjidings 
with entrances in the corner. Some: of 
them were very elaborate and called for 





By Tom Wilder 


the 
architect in doing away with the corner 
support of the building. With the de- 
velopment of the practice of displaying 


considerable skill on the part of 


good in the show window, however, 
merchants have come to see that 
the corner window -is their greatest 
point of vantage. It is the one place 
where they can catch the eye of the 
passers-by on two streets; it is the one 
best point of contact between the mer- 
chant and the public obtained through a 
sight of the goods. 

So strong has this new idea become 
that nearly all of the old time elaborate 











How Are You Using 
the Corner? 


CORNER is a natural advertise- 
ment but much of its value de- 
pends on the way it is used. It may 
be made the most prominent feature 
on the street or it may be dwarfed into 
such inconspicuousness that passers 
hardly notice it. Read this article on 
how to capitalize it. 





corner entrances have disappeared and 
in their place, secured only by expensive 
alterations, are spacious show windows. 
The only big exception to this rule is 
the practice of the United Cigar Stores. 
They continue to use the corner en- 
trance but their conditions are quite 
diffsrent; their complete stores are not 
so large as the ordinary modern corner 
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THE VALUE OF A CORNER—Don’t Overlook It When Building 
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Buildings where the corners have been used to good advantage for display purposes. 


display window and with them it is a 
question of convenience and quick serv- 
ice rather than the display of goods. 

Two entrances would cut seriously 
into their space and since their doors 
are nearly always open, would make 
the stores drafty. 

Admitting that the country’s principal 
merchants have discovered the value of 
the corner, car and accessory dealers 
should take advantage of their experi- 
ence and act accordingly. If the manu- 
facturer one represents has brought out 
a new car or body style, get it up where 
everyone going past from the four points 
of the compass may see it. The corner 
is the only place where this can be ac- 
complished. 

Cars are not the only things to dis- 
play in the corner space; many times a 
special display of a particular line of 
goods is advantageous, especially when 
new car sales are light and an extensive 
sale of this line will keep the profits 
from slumping. Seasonable displays 
that are not planned for any special ad- 
vantage but merely to show that the 
dealer is up to date and alive to the 
fact that it is Thanksgiving or Christ- 
mas time are also good attention get- 
ters that will reach more eyes on a cor- 
ner than any where else. 

While aside from the subject it is not 
out of place to say that these last men- 
tioned displays, while they get the deal- 
er nothing in cold cash, place him psy- 
chologically on a sound friendly basis 
with the public and capitalize him to a 
considerable extent in the valuable as- 
set of good will. 

The corner is undoubtedly the ideal 
place for a gasoline station; it is easily 
seen and approached and much superior 


« 


an industrious business-like influence 


to any other location. But, when gaso- 
line is sold by a garage, service station 
or car dealer, the wisdom of giving over 
the whole corner to this purpose is a 
matter of question. The arguments pro 
and con are many and it might be well 
to enumerate a few of them. First—No 
great amount of money can be made 
on the sale of gasoline unless it is han- 
dled on a very large scale, consequently 
unless there is some benefit to be de- 
rived other than the mere profit on the 
sale it is unwise to put the other de- 
partments in the background. 


Second—It may be argued that the 
gasoline pump brings customers who 
might otherwise speed past and never 
think of their wants in the accessory 








“Rather than place the office in the 

front window where goods should 

be displayed, build it back in a cor- 
ner like this one 


These windows radiate 


and parts line. It must be admitted that 
this is true and in certain lines, includ- 
ing storage and accessory sales, the 
pump is a valuable “come on;” it also 
helps bring trade to the general repair 
shop. But even here is it good policy 
to give the gas pump the place of honor? 
Is it best to have the accessory store 
hidden behind the gas station so that it 
is inconvenient or not easily seen by the 
accessory customer. If gasoline is sold 
only as a convenience to garage patrons 
or to attract accessory customers why 
not sell it at cost or a cent less than the 
market price and place the pump where 
it will do the dealer the most good? Let 
the patron be inconvenienced if he 
wants the benefit of the price. 

Third—When a dealer handles cars 
and makes the selling of cars the prin- 
ciple idea in his business it is not good 
policy to have such catch penny inter- 
ruptions as gasoline sales to contend 
with. The sale of a car means more 
than a month’s gasoline business. Sup- 
pose a customer is all ready to put his 
name on the dotted line and two or three 
gasoline customers come along while 
the accessory salesman has gone to 
lunch, usually there is a big flurry in the 
psychological flow of sales ideas that is 
liable to make the man wait or change 
his mind about signing. It is usually 
necessary to have a quiet place to sell 
cars successfully and the average cor- 
ner filling station is anything but quiet 
on a busy afternoon. 

We might go on enumerating reasons 
but believe we have given enough to 
show that in the average general ga- 
rage and dealer establishment better use 
can be made of a good corner display 
space than to devote it to a gasoline 
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filling station. Make a court at the side; 
drive into the building, if there is room, 
with a nice skylighted filling stand in- 
side any way but don’t sacrifice the cor- 
ner. 

Since we insist upon the corner for a 


show window we might as well think 
about how best to treat space. Above 


all, avoid building a broad pier on the 
corner; the nearer we can come to a 
post free, glass inclosed space the bet- 


ter. One of the concrete filled steel pipe 
columns is the smallest and least no- 
ticable kind and if it is set back six 


or eight inches the glass may be ex- 
tended to the corner and clamped to- 
gether, making a solid glass corner. The 
joint also may be made by a narrow 
wood or metallic moulding. 

Another feature which puts the ob- 
server from without in closer touch with 
the inside layout is the low sill. When 
one stands in front of a show window 
the sill of which is thirty to thirty-six 
or even twenty-four inches high he feels 
this as a barrier keeping him out, but 
drop the sill to six, eight or even twelve 
inches and he feels almost as if he were 
inside. 

Whether we use our corner to boost 
car sales, accessory sales, or for some 
special seasonable display is immaterial; 
the main thing is to get out of it all we 
can, and we can only make it a 100 per 
cent asset by using all our ingenuity 
A large expanse of plate glass will help 
but there should be something behind 
the plate glass. If it can be arranged, a 
demonstration of some sort is always at- 
tractive. Suppose we are selling serv- 
ice, that is where we make the bulk of 
our profit, wouldn’t it be interesting to 
our prospective customers to see a dem- 
onstration of some process? Autogenous 
welding would be especially attractive 
practiced by a man and helper in uni- 
form. 

We are not, however, trying to tell 
how to use the corner, but point out its 
advantages and its misuses. Drive down 
the street of a town and try to observe 
the stores. You will be impressed with 
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It is possible, as has been done in these cases, to build the front in such a way 


that it has nearly all the display value of the corner. 


There is no wasted space 


in the Chalmers-Maxwell showroom as there would be a driveway on each side 
anyway and the light and display are greatly improved by having them uninclosed 


have seen 
and there 


the fact that about all you 
after passing is the corners 
is good reason. 

Since most of our customers are mo- 
torists who are driving past, it is to 
our advantage to be in a position to flag 
them while they are on the wing. The 
only sure way of doing this is with a 
corner display which can be seen quite 
a distance down the street. How many 


times while going through a _ strange 
town have you been looking for a tire 


cannot see it 
discover it 


You 


last 


shop, for instance? 
ahead and when you at 


you are way past and usually go on to 
the next, rather than turn back. If the 
tire shop had been on a corner it could 
have been seen half a block or more 
ahead. 

Many dealers have a peculiar notion 
that a corner is the proper place for the 
office. There are two good reasons why 
this is wrong; one has been stated al- 
ready that the space is too valuable for 
this use, and the other is that there are 
so many distractions in a position of 
this sort that the office force becomes 


(Concluded on page 24) 
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Here are two buildings occupied by old established concerns in the tractor field. 
We wonder hoW much more successful they w ould be if they took more advantage of their location, or 
whether their success will continue with more strenuous future competition 


successful. 
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They are said to have been highly 
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Dealers See Business On Way 


Little Movement in Automotive Lines Is Reported at 
Close of Year—Usual Slack Season and Local and 
General Conditions Affect Trade 


the country in response to an inquiry sent out by 

Motor AGE to its correspondents indicate little 
movement at the present time in the automotive business. 
At the same time there is a general opinion by dealers 
who visualize the situation that there will be an improve- 
thent within the next three months beginning with the 
new year though normal conditions will not be restored 


R ‘the coun from distributing centers throughout 


for some time to come. 


The season of the year when sales normally are few 
and business slack must be taken into consideration to- 
gether with the fact that the automotive business is sen- 
sative to local conditions, which: finds a reflection in 


HICAGO—No notable increase of 
sales of automobiles is evident in 
connection with the holiday purchasing 
of commodities and dealers are not in an 
expectant mood for immediate improve- 
ment. The reported increase in price of 
Franklin cars is expected to stimulate 
buying, which has been in a state of 
quiet for months, through the effect it 
will create on the public mind that 
other cars may likewise have their price 
values moved upward. 

It can be said that show week is 
looked forward to with keen anticipa- 
tion by all dealers as the real beginning 
for the return to normal in the automo- 
bile trade in this city. With that in 
mind every effort is being made to line 
up prospects now and have them ready 
when the Coliseum opens. For the pres- 
ent, however, conditions remain unal- 
tered generally from what they have 
been for the past few months. While 
there have been sales made they have 
not been made in such volume as to 
make the horizon any too rosy for the 
dealers. ; 


NEW YORK—Automobile sales were 
practically at a standstill in New York 
as the year closed. In some lines the 
month had been fairly good up until 
Christmas when business dropped off as 
it always does just before the show— 
and perhaps a little more so. One or 
two big factory branches report almost 
no sales, wholesale or retail, in the final 
week of the year. 

Dealers, however, are showing no 
signs of lack of courage and are going 
ahead with extensive advertising plans 
in connection with the show. Opinion is 
unanimous that the show will start busi- 
ness, which will show a steady gain until 
Spring. Several distributors declare a 
shortage of cars in the Spring is inevit- 
able unless the public shows an unex- 
pected willingness to accept some of the 


“sane basis.” 


used cars now glutting the market. In 
fact, the abundarice of used car offerings 
is an obstacle to new car sales right 
now, as most of the dealers are declin- 
ing to do much trading and a large 
majority of new car prospects are stand- 
ing firm against purchases with their old 
cars left out of the transaction. 

Business in light trucks is better than 
it was, which is accepted as a healthy 
sign of returning business in all lines. 
Heavy duty trucks are selling very 
slowly. 


DETROIT—The crest of the slump 
has been passed is the opinion of a ma- 





Energetic Salesmen 
Boston Improve 
Situation 


Boston, Dec. 27.—Sales conditions 

in Boston have improved. The 
dealers have looked the facts in the 
face and decided to get down to earth 
and try what real salesmanship could 
do. They are selling cars again, not 
in big quantities but enough to justify 
the fact that they are doing some 
business. 

Dealers have held conferences with 
their salesmen and mapped out cam- 
paigns instead of sitting down wait- 
ing for customers. Salesmen now are 
calling upon people and talking mo- 
tor cars like the men who sell in- 
surance, mortgages and other things 
that are not peddled out over a coun- 
ter, with the result that those who 
tackled the job first are getting some- 
what ahead of those who lagged be- 
hind. Some of the dealers have been 
going along doing a very fair busi- 
iness, others pretty fair and more 
of them very little. 





those sections of the country where crop conditions and 
crop financing are bad. 

Efforts are being redoubled in instances to overcome 
sales resistance and in cases, such as in Boston, they 
are having the desired effect. 
sive salesmanship, such as Milwaukee reports, are ex- 
pected to bring their reward and return business to a 


Hard work and inten- 


While New Orleans, where a show was held recently, 
reports a reaction from the buying which followed it, 
other cities are relying to a great extent upon the shows, 
both national and local, to stimulate buying. 

A brief statement of conditions as found in more than 
a score of the distributing centers is given below. 


jority of dealers as indicated in the 
December improvement over that of 
November. Guy O. Simmons, the president 
of the Simmons Sales Co., says that 
there are more orders on file for deliv- 
ery in January, February and March 
than ever before. H. W. Peter, general 
manager of the Packard branch sales, 
sees prospects for an increase in Jan- 
uary to be followed by a greater in- 
crease in February and a big business 
in March. Summing it all up, Peters 
says the greatest trouble the Packard 
Motor Car Co. has is its used car prob- 
lem. Every prospect wants to dispose 
of his old car before taking a new one. 
L. Doyle, Dodge distributor, finds that 
the wholesale business is not so good 
because the upstate dealers are having 
trouble with the local banks. Reports 
from dealers and salesmen indicate a 
marked improvement in January, to in- 
crease in February, and big business 
in March. Williams & Hastings, Hupp 
distributors, say December was not so 
good as November, but December is al- 
ways the worst month in the year and 
prospects for January show marked im- 
provement which will be steady until 
Spring, when the demand will exceed 
supply. All dealers, including Al. Zeck- 
endorf, president of the Detroit Auto 
Dealers’ Association, say conditions are 
improving and they look for a big im- 
provement in January which will trend 
upward until real business can be seen 
around the first of April. 


INDIANAPOLIS—Conditions are sta- 
tionary at present, just about what they 
have been for some time past, with no 
immediate prospects of a radical change. 
Cars are being sold at about the same 
rate as for the past few months. The 
open Fall and Winter undoubtedly re- 
sulted in stimulating the market for 
open cars. The opinion is that the open 
weather has seriously interfered with 
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the sale of closed bodies. This is a big 
disappointment, as most companies here 
had made preparations for a good closed 
car business during the Winter months. 
All dealers express optimism about the 
Spring business and several companies 


are opening new and enlarged sales- 
rooms. 
ATLANTA—Dealers express’ confi- 


dence that business will pick up consid- 
erably after the first of the year but the 
consensus of opinion is there will be no 
return to normal conditions for 
months unless cotton should climb to a 
price that is double the present quota- 
tion. The holiday business is fairly 
good considering the recent period of 
depression, and the dealers state many 
prospects promise to buy early. Very 
few sales are now being made and it is 
certain the trend will not be backward 
for the money is becoming tight 
and the dealers say this will mean slow 
but gradual increase in sales from now 
on. 


several 


less 


CINCINNATI—The automobile dealers 
in the Cincinnati territory are optimistic 
over the prospects for the automobile 
industry in the future and are confident 
that business will begin to pick up after 
the first of the year. This increase is 
expected to materialize about Feb. 1. 
From that date on sales are expected to 
mount so that the trend will be well 
defined before the end of March. At 
present there is some activity here but 
not much. None of the dealers are fig- 
uring on anything like a big business 
for the regular 1921 season. They re- 
alize that the market is or will be glut- 
ted with used cars, and that prospects 
for new cars necessarily will be limited. 


PHILADELPHIA—The actual selling 
conditions here show a slight upper ten- 
dency in the new passenger cars and 
somewhat more decided impetus in used 
cars. This division of the industry ap- 
pears to be the worst off unless it is 
the tire trade. It cannot be said, how- 
ever, that there is any recessional move- 
ment here as regards the automotive in- 
dustries. Dealers report awakening in- 
terest in automobiles generally, and 
they are looking for 1921. to break all 
records for selling. 


AUSTIN, TEXAS—The automobile 
dealers in the Austin territory as well 
as throughout the cotton growing region 
of Texas are feeling the effects of the 
slump of cotton prices and the conse- 
quent effect upon general business. The 
farmers are placing orders for very few 
cars at this time, which is a condition 
that the trade has not felt for several 
years. Merchants and other business in- 
terests which are dependent to a more or 
less degree upon the prosperity of the 
farmer are likewise holding off in buy- 
ing cars. The business situation all 
over the state is the most acute it has 
been for several years. No eagly im- 
provement in conditions is looked for. 
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Hesitancy to Make 
Trades Retards 
Sales 


ANSAS CITY, Mo., Dec. 27.—The 

wholesale distributors of passen- 
ger cars are receiving improved calls 
for cars and report that business is 
already picking up and gives promise 
of much expansion shortly. The re- 
tail sales in Kansas City have stead- 
ily increased during the past few 
weeks and would be much larger if 
dealers were willing to make more 
trades. Nearly every dealer has had 
more inquiries, and a greater number 
of drop-ins by people who had not 
been directly solicited. One dealer 
in a moderate priced car said he 
would have a retail trade above nor- 
mal if he would take in more used 
cars. Another dealer in moderate 
priced cars has had a fair business in 
new cars, selling a number normal for 
this season, and a really good busi- 
ness in used cars. Several sales a 
week are being made by some dealers 
in higher priced cars, no trades, the 
day before Christmas. An unusually 
large proportion of the sales this win- 
ter have been to women, and most 
dealers report an extraordinarily large 
number of women being taught to 
drive. 





The crisis, on the contrary, has not yet 
been reached according to the views of 
bankers, 


BUFFALO—The outlook for the auto- 
mobile business in Buffalo and the sur- 
rounding territory during the next three 
months is decidedly encouraging accord- 
ing to Buffalo’s foremost distributors, 
who declare that the number of live 
prospects is gratifyingly large, that in- 
terest by potential buyers is much keen- 
er than it was and that an increasingly 
large number of inquiries are coming in. 
A concensus of opinion of several of 
this city’s larger dealers is that if all 
the persons who are saying that they 
are going to buy cars do buy them, there 
will not be automobiles enough to go 
around when the winter wanes. 


MILWAUKEE—Several dealers are 
planning special advertising and selling 
campaigns in January or February after 
the income tax period and are depend- 
ing on the severity of the weather to 





sell for spring delivery on liberal de- 
posit. Provided these plans get suffi- 


cient reaction, and it is expected they 
will develop formidably through inten- 
sive salesmanship, business will truly 
open up on a sane basis. 

At several private conferences the 
dealers expressed decidedly more confi- 
dence in the next three months. They 
do not expect a boom period but do ex- 
pect a response exactly in proportion to 
hard sales work. They declare that 
practically all owners who trade in an- 
nually and bi-annually for new cars are 
anxious to get action as soon as pos- 
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sible, showing there is plenty of money 
among the regular owners. Lower 
priced cars are not expecting anything 
like the rush of two or three years ago 
of course, but they feel sure they have 
a sound and healthy business which will 
more than make up for the reduction in 
boom volume. 


MINNEAPOLIS — Summarizing the 
northwest territory as a whole, automo- 
bile business is practically at a stand- 
still. Although locally in large centers 
there is an improvement in sales, the 
outlook for the next three months is not 
bright. The trouble seems to be that the 
farmer is paying for clothes and food 
at the same prices he paid six months 
ago but crop prices are lower and he 
is therefore holding his products. 

The disposition of both the retailer 
and buyer seems to be favorable toward 
the purchasing of cars, but the* bankers 
probably will not be able under the pres- 
ent financial conditions to help the deals 
through. The opinion seems to be that 
if 30 per cent of the delivery of cars is 
made, dealers will be doing well. There 
is a possibility that in some spots, De- 
cember business will be better than that 
of November, but it is hard to find any 
bullish opinions. The sudden arrival of 
winter has reduced the late driving ap- 
preciably, which will have unfavorable 
reflex action on the sales situation also. 


DES MOINES, IOWA — Automobile 
conditions are practically stationary in 
Des Moines territory. One distributor 


had twelve salesmen in the field during 
the entire month of December and they 
failed to bring in a single order for im- 
mediate delivery. The prospects for 
Spring business are good but little busi- 
ness is expected during the next sixty 
days. To show the trend during the past 
sixty days, of 1,000 registrations issued 
in 25 counties in Des Moines territory, 
more than 800 were for Fords. Relief 
from present conditions is dependent 
upon the credit situation. In the farm 
produce market there are signs that the 
movement of grain has started and this 
will tend to improve the situation, but it 
will be slow. 


NEW ORLEANS, LA.—The retail auto- 
mobile conditions here are almost at a 
standstill and the upward impetus given 
by the pre-Christmas show seems to 
have died out within the week after the 
show closed. The majority of the deal- 
ers admit they have more cars either in 
warehouses or in depots than they can 
sell. Dealers in cars, whose makers re- 
duced prices, report that there is some 
movement in Louisiana, Mississippi and 
East Texas, but in the city conditions 
are dull. This dullness is largely due to 
small receipts for sugar, rice and cot- 
ton crops, but dealers profess to believe 
that after the end of January, when the 
farmers know more definitely what they 
are going to get for their crops, busi- 
ness will be better. Dealers in the high- 
est priced and lowest priced cars seem 
to be having a little the best of the auto- 
mobile business, the middle-priced car 
doing the least business. 


























































































The quick service department of the E. R. Parker Motor Co. The office of 
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the service manager is at the extreme left. 


The department always is kept as clean as in the picture and makes a good impression on the customer 


SYSTEM in SERVICE 


The E. R. Parker Co. Places Service Ahead 
of Sales and Have Worked It Out Efficiently 


TT: HE most important feature about the E. R. Parker Motor 
Co. of Atlanta, Ga., is the thoroughly systematic manner 
in which the service department is handled. 

The system in vogue was devised by Service Manager O. T. 
Hillshafer and R. L. Baker, manager of the quick service de- 
It has been put to a thorough test and service man- 
agers, interested in a system that has proven efficient and 
really worthwhile, will find much of value in a description of 


partment. 


the system outlined in this article. 


Directly inside the door through which all automobiles must 


EFORE the tester’s report is turned 

in to the service office, all agree- 
ments made with the customer must be 
thoroughly understood by both parties. 
The tester’s report is shown in Fig. 1. 
This is filled out by the tester and re- 
pairs needed are entered on it. It is up 
to the customer, then, as to whether he 
wants all of this service or merely a part 
of it. Right here the quality of sales- 
manship enters into the transaction. The 
tester, who is generally the manager of 
the quick service department, or his 
assistant endeavors to point out to the 
customer by actual demonstration on the 
car just why all of these repairs are 
needed. The matter of cost, frequently, 
is a principal objection made by the cus- 
tomer. 

In that case every effort is made by 
the tester to convince his prospect that 
the cost will be a great deal more in the 
long run if the needed service is not 
rendered at this time. Selling service 
is not unlike selling merchandise. Some- 
times the customer will order all of the 
repairs the tester deems necessary to 
the welfare of the automobile, and some- 
times he will order only a part of them. 

After he has given his decision as to 
service he wants a repair order is made 
in triplicate form. The owner of the car 
signs the order which is also signed by 
a representative of the company who 


. 


by R. L. Baker. 


really does need. 





O 


TESTER’S REPORT 
Date 19 No. 
Owner 
Address 

T 

Make CHANDLER Serial No. J Bes 
) SED 
Mileage License Von 
When Promised 
Phone No. Phone when ready YES 


REPAIRS NEEDED 
See that all agreements made with customer are clearly 
understood before turning in report to Service office. See 


that claim check is given customer before leaving. 


Tester 











This is the tester’s report which 

leaves no guesswork as to the work 

to be done. On the reverse sids is a 

list of the owner's property left in 

the car and which is checked when 
the car is left for service 


accepts it. It will be noted, too, that 
this order is really a contract wherein 
the ,customer authorizes the _ repairs 
above his own signature, agrees to pay 
cash for such repairs, the additional 


pass to enter the building is a glass enclosed office occupied 
Every car entering this door is met personally 
by either Baker or his assistant who discuss the service needed. 
Few automobile owners are mechanically inclined and quite 
frequently it is learned that the car needs entirely different 
repairs or adjustments from what the owner had believed. 
Therefore, in the presence of the owner a thorough test is 
made and he is shown the exact nature of repairs that the car 
Sometimes these will coincide with sugges- 
tions first made by the owner. 


understanding being that the company 
cannot be held responsible for damage 
by collision, fire or theft. 

The original order remains on file in 
the quick service department; the dupli- 
cate goes to the head clerk in the ma- 
chine shops; while the triplicate, which 
is cardboard, is placed in a repair order 
carrier and tagged on the side of the 
car for the use of the mechanic who 
handles the job. Each repair order has 
an individual case with an _ isinglass 
cover so that the order itself is not 
handled by the mechanic. On the op- 
posite side of this repair order a form 
is provided on which to enter all parts 
used on each job, and all labor. 

Under parts, columns are provided for 
quantity, part number, description, price 
and extension. Under labor, columns 
are provided for the employees’ number, 
operation, number of hours, rate per 
hour and extension. Then when the job 
is entirely completed the total labor cost 
is compiled and entered and also the 
total cost of parts. When the invoice is 
made out for the customer most of the 
detailed information is obtained from 
the repair order. 

A thorough record is kept of all the 
hours of labor devoted to each service 
job in both the quick service department 
and the machine shops. Each mechanic 
has a job card which gives the me- 
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| 
\(HaN DLER| 
Sold to John Smith 
Address 14 Ivy Street 
Ordered by Customer's Orier 
TERMS: Cash 
| 
° { Bes, Labor 
1 1465 Bolt 
1 10551 Bushing 
| Freight and ha 
Total 














E. R. PARKER MOTOR COMPANY 


CHANDLER AND CLEVELAND MOTOR CARS 
ATLANTA. GA 


Date December 10, 1920, 
Shipped to 
Address 
How_ Verbal ,,0%., 2945 DER Ne O4a 
10W ATE 
PPE 
N 
$ 4.50 
60 
30 9 
209 
$ 5.49 
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Invoice N° 1 2982 
































Fig. 2 and 3—Invoice used by the Parker company, which also calls attention to 


repairs necessary on the car. 


Below it is shown a record card which gives the 


history of each car sold and brought in for service 


chanic’s name, the date and the card 
number, or job number. Under the 
column headed, elapsed time, the me- 
chanic punches the exact time he starts 
on the job opposite the word, out. When 
the job is completed he punches the 
exact time opposite the word, in. The 
total time is then entered in the next 


column to the right, headed with the 
word, time. Columns are also provided 
for the rate per hour and the total cost 
of the time. From this card the infor- 
mation is obtained for entering on the 
back of the repair order the total labor 
on each job. 


Suggested Repairs on Invoice 


When all of the work has been finally 
completed and the car is ready for de- 
livery the invoice is made out by the 
clerk in the quick service department, 
and is presented to the customer on the 
delivery of the car. The invoice is illus- 
trated by Fig. 2. In addition to detailing 
the actual service and work done on that 
particular job, additional repairs needed 
are also entered on the invoice. This in- 
formation is obtained by the clerk mak- 
ing out the invoices from the tester’s re- 
port, as illustrated by Fig. 1. This is 
merely a suggestion to the customer and 
quite frequently it results in these addi- 
tional repairs being ordered. 

In order to have an accurate record of 
all work done on every car brought into 
this station a form is provided as illus- 
trated by Fig. 3. This form, it will be 
noted, carries the name, address and 
phone number of the owner and the car 
number and the date of purchase. The 
advantage of this form lies in the fact 
that the service manager can leaf™ with- 


in a few moments when a car is brought 
to the station just what service has been 
previously rendered on that same car by 
this station. With this information at 
hand he is able to adjust almost any 
claim the customer may make regarding 
defective workmanship, defective parts, 
or anything of that nature. 

It will be noted that this form pro- 
vides columns for entering the dates 
when that car was previously brought 
to the station for service, for the repair 
order number of each previous transac- 
tion, the total miles the car has been 
driven up to that time, the amount of 
the invoice, the allowance to the cus- 
omer, the number of the invoice and the 
date the car was inspected. If the cus- 
tomer claims that a certain service or 
repair should be rendered free for any 
cause, or that some allowance, at least, 
should be made, the service manager can 
tell immediately from an inspection of 
this form whether or not the customer 
is really entitled to such an allowance. 
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In the operation of the parts depart- 
ment is used what is known as a per- 
petual inventory system ,and the man- 
ager of the department knows from day 
to day the exact quantity of each part he 
may have in stock. In Fig. 4 is illus- 
trated the card on which the information 
is carried that makes this system a per- 
petual inventory. There is one such 
card for every different part in stock. 
Some idea of the magnitude of this de- 
partment is gained from the fact that 
there are 2,162 of these cards all filled 
out and Kept in index files at the Atlanta 
station, listed alphabetically according 
to the name of the part. In other words, 
this means that Parker has in stock just 
2162 different kinds of automobile parts 
used in Cleveland and Chandler cars. 

For each separate part a minimum 
quantity is established, based on the 
usual demand for that part. When the 
stock falls to that minimum it is time 
to replenish. It will be noted that space 
is provided for entering on this card 
all parts ordered, all parts received and 
transferred to the stock, and also parts 
disbursed—that is, sold or withdrawn 
from the stock. The difference between 
the parts received and the parts dis- 
bursed gives the total quantity in stock 
of that particular part. 

Record of Stock on Hand 

These cards are kept up to date at all 
times and the manager of the depart- 
ment can teil in a few seconds’ time by 
inspecting them just how many piston 
pins, crankshafts, radiators or any other 
part he may have in stock. The principal 
advantage of this system lies in the fact 
that no customer is ever compelled to 
wait for any part until it can be obtained 
from the factory. The stock is always 
kept above the minimum mark. 

At the same time these cards are also 
location cards, so that the whole system 
is kept in the single file and a great deal 
of work thus eliminated. All of the bins 
are divided into sections, such as A, B, 
C, D, ete., etc. Each section is then de- 
partmentized into smaller sections, such 
as 1, 2, 3, 4, etc., ete. Each separate part 
is also numbered. If it is desired to find 
a piston pin the card would be found 
listed alphabetically in the files. Under 
location would be found the letter A 
and the number 6; the part number is 
10794. After locating section 4 of sec- 
tion A it would be an easy matter to find 
number 10794. 
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This is the perpetual inventory card used and which assures having on hand'‘a 
sufficient stock of parts at all times 






















































HERE remains some few automotive 

dealers who haye been slow in see- 
ing the close and vital influence that 
their ability to render service has upon 
future sales. Inadequately equipped 
shops are fast disappearing with busi- 
ness papers, equipment marufacturers 
and their distributors campaigning 
against them. Following are some in- 
disputable facts on the need of proper 
equipment and modern methods sent out 
in booklet form by the G. T. O’Maley Co., 
Kansas City, Mo. These facts are direct- 
ly in line with what Moror AcE has al- 
ways advocated and well worth repeti- 
tion. 

Methods in the shop and from the shop 
through the sales department to the 
owner are undergoing rapid and gigantic 
changes, and in no matter whose terri- 
tories these changes take place, the 
dealer is reaping the benefit in immediate 
pleasant sales, and popularity to the 
owner, and if he is big, as he must be 
if he is adopting these methods, he no 
doubt sees ahead of him several years, 
gigantic, accumulative advantages which 
will make his sales resistance very, very 
small, if not entirely nullify it in his 
community. 


Sales Because of Service 


The 
measure, 


sales of the future in a great 
fully 70 per cent, will be 
through the service and shop depart- 
ments. All the pleasant and sweet talk 
of the salesmen will be of no use, unless 
backed up by clean, sanitary, wholesome 
and up-to-date service and shop methods. 
Each day the resistance is being beaten 
down in the small dealer’s establish- 
ment, and they are in a receptive mood 
to hear a new message about something 
good for the shop. 

How easy it was a few years ago to 
see dirt piled up in the corner, broken 
material everywhere and the standard 
between the men themselves, was that 
the fellow with the greasiest overalls, 
the dirtiest face, was usually supposed 
to be the best mechanic. When the 
monthly or semi-yearly cleaning of the 
shop took place, business stopped, hose, 
gasoline, lye, shovels and everything else 
was brought into play. Such a thing 
as cleaning up the shop two or three 
times a day was unheard of. But, to- 
day it is very easy to go into shops 
throughout the country and see repair 
men in white overalls with the name 
of the firm across their shoulders, the 
man delivering the car with a nice clean 
cloth in his pocket, wiping the steering 
wheel and fastening hood clips down on 
the hood, in fact showing by his manner 
every courtesy. 


MOTOR AGE 


All the Pleasant Talk of the Salesman Will Be of No Use Unless You 


Back Sales With Wholesome Service Methods 


After You Adopt Equipment and Machinery It Must Be 
Properly Kept Up Day After Day by Rigid Inspection 


These are little things, but are men- 
tioned to impress on you that the little 
things about a shop are the things to 
place safe-guards around, as experience 
has been that the greatest per cent of 
mistakes and thoughtlessness on the part 
of employees are among the little, irri- 
tating things about the shop and service 
department. 

Who thought of cleaning windows of 
a shop two or three years ago? Who 
thought of ventilating a shop for the 
benefit of the repairmen two years ago? 
It is a very common thing now. 





F you had a hundred dollars 

you wouldn’t lay it on the 
bench, put your greasy hands 
on it, you wouldn't throw dirty 
tools on it. You would carry it 
to the bank as rapidly as pos- 
sible. Stop to consider the 
amount of money your cus- 
tomer has invested in his car, 
instead of simply looking at it 
as another car. It really means 
several hundred dollars’ in 
money. 





The era of cleanliness is on and is 
practically unanimously adopted. Now 
we believe the era of equipping the shop 
with the proper tools and proper meth- 
ods, caging the belts, so that they will 
not injure the employees, using half the 
space they formerly used for less equip- 
ment, making it compact so that steps 
will be avoided, like the up-to-date 
kitchen in the up-to-date housewives’ 
home, everything close at hand and in 
its proper place, a day each week or 
twice a week for the care and oiling of 
this machinery, the even movement of 
defective material to its proper place, 
and the twice or more times a day clean- 
ing of the shop floor, have come to be 
realized by the up-to-date dealer as the 
greatest advertisement and _ greatest 
saving to him that he can possibly put 
forth at this stage of the automotive 
industry. 

What must be remembered is that 
after you do adopt equipment and ma- 
chinery see that it is properly kept up 
day to day by a rigid-inspection of this 
equipment. 


Isn’t it great for the industry that you 
do not see a car running down the street 
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with a rope or chain or a wire behind 
it, dragging another car that has just 
gone through a repair shop? This not 
only allowed the mechanics to play up 
and down thoroughfares of the large 
cities, but it ruined a great many en- 
gines by the terrific pressure that came 
on at one jolt and which was increased 
or decreased by the speed of the tow car 
in front. 


Today the burning-in stand is hum- 
mining in the shop. The men going 
about their work, doing other produc- 
tive labor operations, with an eye occa- 
sionally to the stand, and the customer 
whose engine is being run in, assured 
of a 100 per cent engine on a 100 per 
cent service basis, the basis on which 
he should have received service through- 
out the past years and which he never 
did, owing to the antiquated methods 
that were being used. 


Think of what pride you should -have 
in taking the skeptical customer back 
in a well-equipped shop, with “Cleanli- 
ness” as the slogan, and show him this 
efficient machinery and the modern 
methods that are used. Look back and 
think of the time that a man came up 
to have his engine overhauled and the 
mechanic told him he might get it in a 
week and then sometimes it took two 
weeks, and then he never got anything 
worth while, just trouble. Now, if it is 
necessary for someone traveling over- 
land, you can turn his engine out the 
same day it is taken in, with these short- 
cuts to high class service, through the 
medium of this up-to-date equipment in 
the shop. 


Maximum Utility 


The dealer by his up-to-date methods 
in service and shop, is only substantiat- 
ing what he has found out regarding 
the utility of the motor car. He is only 
indorsing his remarks of past years, 
when he equips his shop up to the min- 
ute, as this proves beyond a question 
of doubt to the man that has bought a 
car that it is truly an every-day utility 
because We cannot see why a motor car 
should be laid up over a day or two days 
at the most, in these days of advanced 
shop methods. 


Now with power farming coming to 
the front by great strides we cannot see 
why any dealer should hesitate regard- 
ing fully equipping his shop, because 
Mr. Farmer will not wait for his tractor 
to be repaired. He wants it now. 

Shop equipment is the only means by 
which the farmer can be assured of the 
continual use of his tractor during the 
rush season. 
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Stage Set for New York Show 


Curtain Ready to be Raised on Week Filled With 
Activities—A ssociations, Hotels, Restaurants, Stores, 
Motion Picture Houses Await the Overture 


EW YORK, Dec. 31.—Every element 

of the automobile industry in New 
York is making ready for “show week,” 
starting Jan. 8, and about all that re- 
mains to be done is to raise the curtain. 
There is every indication that more 
dealers and manufacturers will attend 
than ever before and they will be kept 
busy from morning until late at night. 
“Business as usual,” will be the main 
theme of all the scores of meetings 
which have been arranged, but it is 
realized that most of the men who are 
coming have been thinking of business so 
much of late that their heads ache and 
plenty of amusement will be provided 
for them for a change. 

Dealers are coming to the convention 
in droves. Many of the manufacturers 
have intimated to their sales organiza- 
tions, politely and pointedly, that it 
would be well for them to get to the 
show this year. They can’t fail to get 
inspiration from them and are expected 
to go home with the firm resolve to “get 
back to business.” Everything possible 
will be done to put them in this frame 
of mind. One of the important factors 
leading to this end will be numerous 
meetings at which speakers who can hit 
from the shoulder will tell why there is 
nothing to worry about and how the pub- 
lic can be sold on the essentiality of 
automobiles. 

Dealer organizations in different parts 
of the country are preparing to join 
in the advertising campaign which is 
designed to convince everybody that 
automobiles are transportation and not 
luxuries. This movement is not con- 
fined to the largest cities. The Milwau- 
kee Dealers’ Association plans to spend 
$10,000. The Topeka association has de- 
cided to do something and the dealers 
in New Haven intend to get in the pro- 
cession. 

New Yorkers always have been inter- 
ested in passenger car shows and this 
year is no exception. They are going 
to do everything they can to make the 
visit of the automobile men pleasant, at 
the same time reaping a modest profit. 
Thanks to the efforts of the National 
Automobile Chamber of Commerce and 
the Motor and Accessory Manufacturers’ 
Association, however, the hotel proprie- 
tors have taken off their pirate garb and 
agreed to keep rates at the usual levels. 
It was explained to the owners of the 
largest houses that there are hundreds 
of perfectly good hotels in perfectly good 
locations on side streets that would be 
glad to get patronage at reasonable 
prices and if the big hostelries were un- 
reasonable and this had a salutany effect. 
Special automobile entertainment will 


be provided in all the cabarets and in 
the hotel restaurants. The motion pic- 
ture houses will flash automobile films 
on the screens and the stores will display 
automobile toggery. The New York 
dealers will hold open house all week 
in their club rooms. 

The manufacturers will be just as busy 
as the dealers for the “big four” asso- 
ciations will hold their annual meetings 
as well as all kinds of group sessions. 


The banquet of the M. A. M. A. prom- 
ises to be a lively session. The only 
problem to be considered will be that of 
food and there will be no speakers but 
there will be SOME entertainment. It 
will be under the direction of the the- 
atrical man famous for the production 
of musical shows with the most beauti- 
ful chorus girls. He has offered the 
services of his feature acts. 

The annual meeting of the M. A. M. A. 





EVERY DAY CROWDED 
Meetings and Banquets Scheduled for New York 
Show Week 


MONDAY, JAN. 10 


10:00 A. M. and 2:00 P. M.—Automo- 
tive Service Associations Conven- 
tion, Hotel Commodore. 


2:30 P. M.—Rubber Association of 
America annual meeting, Yale 
Club. 

7:00 P. M.—Rubber Association of 


America banquet, Waldorf-Asto- 


ria. 
TUESDAY, JAN. 11 
10:00 A. M.—N. A. C. C. Foreign 


Trade Committee meeting, N. A. 
Cc. C 

10:00 A. M. and 2 P. M.—Society of 
Automotive Engineers, ‘Standards 
Committee meeting, 29 West 39th 
Street. 

10:30 A. M.—N. A. C. C. Highways 
Committee meeting, N. A. C. C. 

7:00 P. M.—National Automobile 
Chamber of Commerce banquet, 
Commodore. 

8:00 P. M.—Society of Automotive 
Engineers, aeronautic session, 29 
West 39th Street. 


WEDNESDAY, JAN. 12 


10:00 A. M.—N. A. C. C. directors’ 
meeting, N. A. C. C. headquarters. 

10:00 A. M.—Society of Automotive 
Engineers’ meeting, 29 West 39th 
Street. 

2:00 P. M.—Society of Automotive 

Engineers, body engineering, aer- 

onautic and chassis sessions, 29 

West 39th Street. 

P. M.—Motor and Accessory 
Manufacturers Association annual 
meeting, Commodore. 

7:00 P. M.—Motor and Accessory 
Manufacturers Association ban- 
quet, Commodore. 

9:00 P. M.—Society of Automotive 
Engineers’ carnival, Hotel Astor. 

THURSDAY, JAN. 13 

10:00 A. M.—Society of Automotive 
Engineers, fuel session, 29 West 
39th Street. 

2:00 P. M.—Society of Automotive 
Engineers, fuel and highway ses- 
sions, 29 West 39th Street. 

7:00 P. M.—Society of Automotive 
Engineers’ banquet, Hotel Astor. 


2:00 





There will be some kind of business 
meeting both interesting and profitable 
for every car, tire and parts maker and 
every engineer. The banquets starting 
Monday night will be a big entertain- 
ment feature. 

The first feast will be that of the Rub- 
ber Association of America. There will 
be three speakers, including P. E. Blon- 
din, postmaster general of Canada and 
Congressman Fess of Ohio. The third 
has not been announced. 

The N. A. C. C. will feast Tuesday 
night. There will be two speakers, one 
of them James Schemerhorn, editor of 
the Detroit News. It is practically cer- 
tain the other will be one of the real 
leaders of industrial life in America. 


will be held Wednesday and in addition 
to the usual business there will be an 
innovation in the form of an open forum. 
This will be a general discussion of the 
association’s activities. The speaker at 
the meeting will be George M. Graham, 
vice president of the Pierce-Arrow Mo- 
tor Car Ce. No long, formal reports 
will be presented. To stimulate interest 
in the show “on to New York” commit- 
tees have been formed in Detroit, Chi- 
cago, Cleveland, Buffalo, Akron and In- 
dianapolis and they will compete for the 
honor of having the largest delegation 
present. It is expected that close to 400 
manufacturers will be in the city for the 
week. 
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Contact with Customers 





we 
eek hw a eee a er 





The Service Manager's Office Is Important 


lf you were a car owner and had occasion to visit a service station, which place 
would you prefer, the one in charge of a well dressed and intelligent service mana- 
ger or the one in which the so-called service manager is a man in overalls 


working underneath a car? 


This picture shows Service Manager Clarke of the 


Cunningham-Holmes Co. at his desk 


ONCENTRATING on the sales and 

service of one make of car and truck 
has allowed the Cunningham-Holmes 
Co., Cincinnati, Ohio, to attain its ob- 
jective “Once a customer, always a cus- 
tomer.” 

The company is distributor in Cincin- 
nati for Pierce-Arrow cars and trucks 
and is striving for a sort of super-serv- 
ice of the type that will meet the need of 
every customer. 

The service policies are stressed in 
avery department of the firm. Particu- 
lar emphasis is given to the personal 
contact method, as the firm has found 
that the personal touch will accomplish 
more than the telephone or letter. B. E. 
Holmes, general manager of the com- 
pany, will tell one so. Ralph H. Quinn, 
sales manager, will back him up, and De- 
France Clarke, service manager, former- 
ly of the Pierce agency in New York, 
will say the same. 

Every person connected. with the 
agency has, of course, been thoroughly 
impressed with the value of courtesy in 
his relations with a customer or a pros- 
pective customer. He has been acquaint- 
ed with the firm’s policy of making the 
sale of a car only the first step in the 
company’s relations with that customer 
and he has been made to realize that a 
satisfied owner is one who gets the maxi- 
mum service out of his car or truck. 


. 


Naturally, there are certain service 
fundamentals which have been adopted 
to carry out these policies. 

One of the requirements for cars is 
that each salesman visit his prospects 
and customers at least once each sixty 
days to make certain each car is run- 
ning smoothly and giving entire sat- 
isfaction. Failure to see—by personal 
contact, not by telephone—any customer 
in any sixty-day period means a loss to 
that salesman of any future business or 
commissions from that customer. 

No car is permitted to leave the sales- 
rooms until every detail has been care- 
fully looked after. Sales Manager Quinn 





Each Salesman for This 

Concern Must Visit His 

Customers at Least Once 
Every Sixty Days 





realizes that his customers want the 
best and he intends to give them the 
best. The car is carefully gone over and 
tuned up for local conditions. The li- 
cense tag is purchased and placed on the 
car, insurance procured and the chauf- 
feur’s livery, puttees, etc., are ready to 
don, if the customer so wishes. As a 
result the car is complete in every detail, 
ready for the drive-away. 


Introduced to Service Manager 


Before the owner leaves the building, 
he is taken into the service department 
and introduced to the service manager, 
who explains to him and the chauffeur, 
if he is along, the care that is necessary 
for the first 1,500 miles. He asks the 
owner to bring the car back at the end 
of the first week for any minor adjust- 
ments that might be necessary and to 
keep in close touch with the service sta- 
tion at all times. 

On the first trip goes one of two dem- 
onstrators who are used only for demon- 
strations. They explain the operation 
and care of the car on the road and show 
how it should be operated to get the 
maximum service. 

Recently a woman customer of the 
company came to Cincinnati from her 
home, up-state, by railroad. When the 
company learned she was in the city it 
placed a new Pierce at her disposal for 
the day, with a driver. And the driver 
refused his tip when she offered to tip 
him at the end of the day. The cost of 
the trip was charged to the sales-serv- 
ice. 

There is the free truck inspection serv- 
ice, for instance. This broad service 
policy has been extended only to trucks 
because of the financial loss that is in- 


_ ~~ ewer 





—— 
The Cunningham-Holmes Company, 
Service Department 
1187 Gilbert Avenue, Cincinnati 
itlemen 
Your approximate figure of ¢ 
our communication of 


By attaching hereto ™ 


our signature | 


omputed, is rendered me 





to do such specified work on Car No 


FROM 


as is contained 


is understood by me not to be an agreed price for doing the work desired 
authorize you to proceed with the work, doing it as expeditiously as is consistent 


with proper attention and good workmanship, and agree to pay for it on a labor and material basis when yoor statement, 


Signature 


n~ 
Before the Cunningham-Holmes Co. does any service work on a customer's car 
the customer must sign a slip like the above 
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This is the inspection report for trucks. 


the truck while it is on the job. The « 
degree of importance 


volved in the idleness of a truck. The 
Pierce-Arrow company has an inspection 
policy of its own, but the Cincinnati dis- 
tributors went the factory one better by 
notifying all truck owners in this terri- 
tory that their trucks would be inspected 
at intervals of two weeks to a month, 
free of charge, wherever they happened 
to be working at the time of inspection. 
This notice went to all Pierce owners in 


the district, regardless of the agency 
from which the trucks had been pur- 
chased. In fact, only two or three of the 


trucks had been sold by this agency 
the time this inspection was started. 
To make the inspection, an inspector 
visits the trucks in an automobile. He 
finds them at work, looks them over, 
tries out their engines when they are 
loading or unloading, rides with them on 
a short trip or two and makes his diag- 
nosis on a special report blank, one copy 
of which goes to the driver and the other 
to the service station. This blank shows 
at a glance the degree of importance of 
each repair, some of which may have 
been made by the inspector. If a truck 
needs major repairs it is taken to the 
service station later. If no repairs are 
needed it continues its work and puts 
in a full day. 
Monthly Inspection for Certain Period 
Both the cost of this service and the 
fact that many owners failed to take ad- 
vantage of the recommendations of the 
inspector at the time requested figured 
in the decision of the company to make 
some modifications. These are being 
worked out now, and probably will in- 
clude monthly inspection for a limited 
period, with a small charge past this 
limit. 


at 










1187 GILBERT AVENUE PHONE CANAL 5810 
The Cunningham-Holmes Co. 
SERVICE DEPARTMENT INSPECTION REPORT No. 
Date | Model Truck No. 
Inspector Estimated Miles | Instrument Reading Total Mileage 
per Week 
Owner 
Items marked (X) required attention and were adjusted 
Items marked (O) required attention, but were not adjusted by inspector 
Columns (1-2-3) indicate degree of importance of attention requir 
Column (1) indicates that immediate attention is requi 
Items = 2/3) items 12/3 Items i 12 3 
OTOR _ ACCELERATOR ol | | | REAR AXLE ia 
PRIMER “TN ale 
Pipes—Check Cock Tires— Adjust 
— eee ee n : 4 Owner 
_ Signed 5 te Se 
I Hereby Acknowledge the Above Report 


The inspector goes out and checks over 
olumns marked |, 2 and 3 indicate the 
of the attention required 


But with the modifications will be un- 
dertaken something that unusual in 
truck inspection. It will be nothing less 
than personal visits to all truck owners 
at regular intervals by the service mana- 
ger, a personal contact method that has 
been worked out by Clarke. Its pur- 
pose will be to cement further the rela- 
tions between the owner and the service 
manager, rather than between the driv- 
ers and the service department. Clarke 
will devote at least two days a week to 


is 


these visits in an attempt to see each 
owner at least once in each month or 
six weeks. 
Believe in Personal Visits 

“Too often an owner will develop a 
small grouch about the way his truck 


is working,’ says Clarke. “Sometimes 
it is the fault of the agency and some- 
times it not. But in either case, it 
generally be eliminated by an un- 
derstanding, such as might be reached in 
a personal conversation. These things 
can not be handled by letter or by tele- 
phone effectively as by a personal 
visit. 
“T believe that by this method we can 
et better out of our 
can get a better idea of the com- 
pany’s methods of handling its trucks, 
and in some cases probably suggest bet- 
terments. There are actually some own- 
who would rather go to another 
service station and pay for a small job 
than to give the station another chance. 
We expect to eliminate this attitude.” 
Truck sales are confined to buyers who 
actually need Pierce trucks. Pierce’s, it 
must be understood, are made only in 
two models, 2-ton and 5-ton. When a 
buyer is in the market, his wants are 


is 


can 


as 


service trucks, for 


we 


ers 
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carefully analyzed. Perhaps the analy- 
sis shows that he should have a smalle1 
truck or an _ intermediate The 
company may lose a sale by its frank 
ness, but it tells the customer he doesn’t 
need a Pierce. Later when that firm is 
in the market for a larger truck, the 
company feels that he will give consid- 
eration to the Pierce. The good-will 
element is behind this policy. 

Then there’s the owner’s. bulletin 
board on which appear the names of all 
Pierce owners in this territory, cars and 
trucks being listed on separate panels. 
The board is located just inside the en- 
trance to the building and is very simi- 
lar to office directory boards in office 
buildings. A Pierce owner moving into 
the city from another territory may call 
at the office. His name is placed on the 
bulletin board, he is introduced around 
the building, made to feel at home and 
invited to cahkl again. As soon as he 
leaves a letter goes out to him thanking 
him for the visit and extending a written 
invitation for another to call at any time. 
There is something of the good-will ele- 
ment in this, toa. 

The question of factory-trained men is 
one in which the company believes. 
Clarke, Quinn, foreman, salesmen and 
four mechanics are factory-trained. Gen- 
eral Manager Holmes believes factory 
training is advisable to insure the best 


size. 


service. And cleanliness and personal 
neatness are emphasized for the same 
reason. 
All Orders Written 

When a car or truck is brought into 


the service station, the owner or driver 
is met by the service manager or 
assistant. All repair instructions 
taken in writing. The work 
made out in triplicate, one copy in a 
transparent envelope being attached to 
the car. If the nature of the trouble is 
not known, a tester is sent out with the 
car or truck. When he returns, his rec- 
ommendations are included in the work 
order. 


his 
are 
order is 


When an estimate of the cost of a re- 
pair is asked, an approximation is given 
the owner by the shop foreman. 

Preference is given to trucks, wher- 
ever possible because of the time element 
involved. Truck work is car- 
ried through in the least possible time. 

A feature of the shop organization is 
the weekly meetings of foreman and de- 
partment heads, which are held on shop 
time with regular pay for the men. The 
meetings are held for the primary pur- 
pose of discussing developments of the 
week and for bringing about a better un- 
derstanding between the different depart- 
ments of the service station. Special at- 
tention is given to any complaints that 
have arisen during the week. In case 
any repair work has been turned back 
by the owner for some fault, the trouble 
is thoroughly discussed. “We don’t want 
it to happen again,” says Clarke. 

It is significant that no 
made at these meetings to place the 
blame for any faulty work. Clarke does 
not believe that it is advisable, but leaves 
this entirely up to the head of the de- 
partment in which the trouble developed. 


always 


attempt is 
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ESTRUCTIVE 
effects on im- 
proved roads are 

caused by concentra- 
tion of weight on single 
wheels combined with 
high speed. 

. Damage to the high- 
way is correspondingly less when the weight of vehicle 
and load is distributed over six or eight wheels, as when 
semi-trailers or four-wheel trailers are used with the 
trucks to carry part of the load. When a 5-ton load is 
carried on a semi-trailer the total weight on the drive 
wheels of the truck is no greater than when a 2!4-ton 
load is carried on the truck alone. 

Ten tons can be carried on a truck and trailer with- 
out imposing any more weight on one axle or wheel than 
when five tons are hauled on a truck. 

State legislatures have sought to save the roads by 
limiting the total weight of a truck and its load. In 
some states the limit is ten tons, in others twelve and a 
half and in still others thirteen or fourteen tons. 

Motor vehicle and highway authorities in some states 
construe the laws to mean that the gross weight limita- 
tion applies to the six-wheel combination the same as to 
a four-wheel vehicle. This tends to encourage use of 
large trucks instead of distributing the weight of heavy 
loads over six wheels. It is cheaper to haul five to seven 
tons on six wheels than on four, but the combined 
weight of such a load with the truck and semi-trailer 
often exceeds the limit allowed by law, so the hauler is 
forced to use a single vehicle and concentrate the weight 
on the two drive wheels. 

The Attorney General of Maryland, who has recently 
made a study of this matter, holds that the weight limit 
of ten tons in the Maryland law applies to one vehicle 
and that portion of the load that it actually carries or 
supports on its own wheels. Thus, the wheels of a semi- 
trailer may carry additional weight provided the weight 
does not exceed the further restriction of the law to 650 
Ibs. per inch width of tire on anv wheel. 


ae: REPARE yourself 

wy ‘ 7 to let your cus- 
THE SERVICE tomers know that 
DEPARTMENT you are not merely sell- 
SELLS CARS 


WEIGHT 
DISTRIBUTION 
SAVES ROADS 


ing cars but that you 
are giving along with 
the sale of the car, 
service and _ satisfac- 
tion. At the shows, service has become the subject of 
paramount importance and it is to be noted that the 
salesmen have now taken it upon themselves to talk 
of service as something on a plane of the same level 
in which they were wont to travel or on a plane of 
even a higher level. The car salesman’s regard for 
the grease-hound has not been all it should have been 
and the car salesman foolishly had the concept that 
his bread and butter were dependent on™his efforts 
alone when such was the case in a small part only. 


The car sales in the main are dependent upon the fav- 
. 





orable impression that neighbor Smith gives neighbor 
Jones when Smith returns from the dealer’s place and 
says, “Just had the old boat tuned up a bit and they 
treated me fine. Price was right, too.” 

Thus Jones thinks that his next car will be a 
———, simply because his neighbor is treated civilly 
by the service department of the — Motor Co. 
When Jones is ready to buy his next car he wanders 
apparently aimlessly to the —~ Motor Co. and 
there the salesman tries to sell a car that has already 
been sold by the industry of the service department. 


oo 
Sox: EK time ago the 
American Petrole- 
SA VING FUEL um Institute sent 
A ND THE out a letter to the mem- 
FUTURE ENGINE 


bers of the Society of 
Automotive Engineers 
on the subject of fuel 
conservation and the 
engine of the future. It is interesting to note the 
replies received and a portion of one letter is printed 
herewith. This letter was writen by a motors corpora- 
tion: 

“We believe that .it has been amply proven that it is 
not necessary to maintain a large and high powered 
car, and consequently expensive car to maintain, to 
realize comfort, speed and reliability on the road. These 
qualities are fully met by many of the smaller high- 
class cars now on the market and with the added 
teatures of fuel and oil economy. 

“If we will only borrow from the experiences of our 
foreign contemporaries, we will find that the high cost 
of fuel and the graduated taxation based on horse- 
power have been agent for the development of the 
smaller and more economical type of cars. 

“We believe it is possible to design a perfectly 
satisfactory motor car to meet the most exacting 
requirements that will obtain 20-25 miles a gallon on 
the present-day fuels, with corresponding economy in 
lubricating oil and tires. Such a car would go well 
towards meeting the present fiel situation.” 

“I am very much interested in the paragraph in 
regard to the matter of saving gasoline by more 
logical proportions of car weight, speed and horse- 
power. 

“Tt has long been my contention that it is all wrong 
to design and build cars for average conditions with 
such high maximum available speeds. 

“My idea of an average car would be one capable of 
not over 40 miles per hour on a level, carrying its full 
rated load. This should have its maximum efficiency 
point at about 20 miles per hour and should be pro- 
vided with at least four speeds ahead. 

“Some form of so-called ‘fuelizer’ should be em- 
ployed in order to save gas at starting and automatic 
temperature control to insure the engine working at 
maximum efficiency, at all seasons. These devices will 
also help to solve the heavier fuel problems, reduce 
carbon deposits and economize lubricating oil.” 
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Mechanics Efficiency Better 
Despite Reduction of Wages 


Dealers in Detroit Take Action in 
Order to Keep More Men 
at Work 


f )etRorr. Dec. 28—Automobile deal- 
ers in Detroit in nearly all instances 
have reduced wages in the garage from 
15 to 25 per cent. Fear that a cut would 
prompt an exodus of employees has been 
dissipated and inquiry among many of 
the dealers elicited the information that 
not a man had failed to report after they 
had been informed that a new wage scale 
would go into effect on a certain day. 
The fact that the employees have stuck 
to their posts is seen by many as a 
tribute to their loyalty to the men who 
took care of them when the slump came 
and who increased their wages so that 
they might live comfortably when living 
costs were so much greater than they 
are today. All of them despite the fact 
that their wages have been cut are giv- 
ing better service and putting more 
energy and pep into their efforts. 


Who Started It? 

While everyone seems 
one of the dealers will assume 
sponsibility of having been the 
ator of the movement to reduce garagé 
and service station wages. A. Zecken- 
dorf of the Siegel-Zeckendorf Co., Guy O. 


satisfied, not 
the re- 
origin- 


Simons of Simons Sales Co., and Wil- 
liams & Hastings, Hupp distributors, 
were among the first to announce cuts 
and the rest rapidly fell into line. 

“My workmen took the sane and 
logical view when I approached them 
and announced my intention,’ says Mr. 


Zeckendorf. “I told them that much as 
I regretted being forced to reduce their 
wages, it was the only thing possible 
under existing conditions in order to 
keep them at work. Otherwise, it would 
be necessary to curtail the force and lay 
some of them off while the others were 
kept on at the old scale. Naturally, 
there was some little adverse comment 
but the following Monday when the order 
went into effect every man was on the 
job and since that time has been work- 
ing steadily and doing his best. And 
that means that his efficiency has been 
increased about 50 per cent over the 
period when there was so much work and 
an employer did not dare to go into his 


garage and issue an order for fear he 
would hurt some mechanic’s feeling 


knowing that mechanic could step out of 
his place and get a half dozen other jobs 
in a very few minutes.” 


THE MOTOR CO. HAS BANQUET 

Winston-Salem, N. C., Dec. 31—Three 
hundred employees of the Motor Co. and 
affiliated organizations attended the 
company’s annual banquet held in the 
Hotel Zinzendorf here. The Motor Co. 
was incorporated eleven years ago by 
John and Powell Gilmer, ownags of a 
small dry goods store, and Lindsay Fish- 
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el, a machinist. The initial capital was 
$1,000. In the last eleven months the 
business done by the company and as- 
sociated concerns has passed the $6,250,- 
000 mark. The companies in the Motor 
Co. organization are as follows: Univer- 
sal Auto Co., Inc.; Tire Service Co., Bat- 
tery Sales Co., Automotive Repair Co., 
Automotive Parts Co., Automotive Imple- 
ment Co., all of Winston-Salem; Automo- 
tive Electric Co., of Richmond, Va.; Uni- 
versal Motors Co., of Atlanta, Ga.; Au- 
tomotive Sales Co., of Raleigh; Univer- 
sal Auto Co., of Lexington, and the Uni- 
versal Sales Co. of Statesville 


Good Roads Congress and Show 
in Aid of National Movement 


Chicago, Dec. 31—The eleventh Ameri- 
can good roads congress and twelfth 
good roads show will be held at the 
Coliseum in this city Feb. 9 to 12. The 
congress and show are being organized 
in connection with the eighteenth annual 
convention of the American Road Build- 
Association which embraces in its 
membership highway officials of the na- 
tional government and the states, coun- 
ties, cities and townships in the United 
States and Canada, together with high- 
way engineers, contractors and manufac- 
turers of road building machinery. 

Among the subjects to be taken up 
for discussion are “Better Methods and 
Materials in Road Construction and 
Maintenance,” “Highways as_ Railroad 
Feeders,” “Road Finance,” “Types of 
Roads,” “Improving Rural Marketing 
Conditions with Better Roads,” “Truck 
Transportation,” “The Use of Tractors,” 
“Road Legislation,” and “The Good 
Roads Movement.” 


ers’ 


Racing Prosvan Scheduled 
During San Antonio Show 


The most 
the his- 


San Antonio, Tex., Dec. 31 
elaborate automotive show in 
tory of San Antonio is scheduled for 
Jan. 15 to 23 at the plant of the Lone 
Star Motor Truck & Tractor Associa- 
tion. It will be held under the auspices 
of the San Antonio Automobile Trades’ 
Association with President W. A. Wil- 
liamson as show manager. J. F. Hagan 
heads the show committee. 

A second building is being erected to 
house the truck exhibit, the main build- 
ing at the Lone Star plant being inade- 
quate to care for the number of exhibi- 
tors who have applied for :space. A 
three-day racing program is scheduled 
for Sunday, Monday and Tuesday of 
show week, on a new two mile track just 
completed by Noah Smith. 


WESTON HEADS AJAX 

New York, Dec. 31—Joseph C. Weston 
has assumed the presidency and general 
managership of the Ajax Rubber Co. Mr. 
Weston is one of the best known figures 
in the tire industry, having been con- 
nected with the United States Rubber Co. 
as an executive for twenty years. He 
joined Ajax a year and a half ago as 
vice-president. 






West Virginia Dealers Form 
Association at Day’s Meeting 


Action Follows Organization of 
Parkersburg Automobile Men 
Who Act as Hosts 


ARKERSBURG, W. VA., Dec. 31 

West Virginia Auto Dealers’ 
ciation has been organized at a meeting 
here of dealers from all parts of the 
state. The session lasted one day wind- 
ing up with a dinner at the Chancellor 
hotel when the visitors were guests of 
the Parkersburg Motor Car Dealers 
Association which has just been organ- 
ized. The meeting was held at the call 
of J. W. Reitz of Elkins. 

During the meeting there was a 
eral discussion of the additional taxes 
proposed by the federal and gov- 
ernments on gasoline, commercial cars 
and of other levies affecting the auto- 
mobile dealers. It was decided to make 
a concerted effort to the state legislature 
and Congress to forestall the contem- 
plated action. The question of license 
plates came up for consideration and it 
was decided to recommend to the state 
road commission a single plate instead 
of two as now thus saving the state con- 
siderable expense. 

A temporary organization was formed 
with J. W. Reitz of Elkins as president 
and G. M. Ford of Wheeling, secretary. 
A committee was appointed at the morn- 
ing session to prepare a constitution and 
by-laws, which were presented and 
approved at the afternoon session. 

The organization was perfected in the 
afternoon with Mr. Reitz as president; 
Carl Beatty of Fairmont, Clarence Mar- 
tin of Grafton, Jesse Wade of Clarks- 
burg, Bruce Perry of Huntington, T. H. 
Lilly of Hinton and Logan Hill of Welch, 
vice presidents; Mr. Ford, secretary. A 
board of directors was selected, com- 
posed of R. C. Helmick of Clarksburg, 


-The 


Asso- 


fen- 


state 


C. H. Midelburg of Charleston, W. L. 
Smith of Wheeling, Dudley Shields of 


Parkersburg and J. H. Coleman of 
Wheeling. The legislative committee is 
composed of Harvey Marsh, C. H. Midel- 
burk and Bruce Perry. 

The next meeting of the association 
will be held in Clarksburg in March, the 
date to be selected by the president. 

The Parkersburg Motor Car Dealers 
Association was organized two days 
before by the election of Harvey Marsh, 
president, and William Kennedy, 
tary. 


secre- 


TO LIMIT DEALERS INSURING CARS 

Boston, Dec. 31—Legislation to prohibit 
automobile dealers from attempting to 
control or limit the placing of insurance 
on cars sold by them is recommended by 
Insurance Commissioner Clarence W. 
Hobbs in his report to the Legislature. 
It is said that certain automobile agencies 
have established the practice of com- 
pelling customers to have the insurance 
upon cars placed by the dealer and that 
as a result of the practice exorbitant 
charges are often made. 
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Trend of Buyers Is to Order 
New Cars for Future Delivery 


Dealers See Unmistakable Signs in 
This Movement of Business 
Revival in Spring 





ORTLAND, ORE., Dec. 31—These are 

not exactly flush days for the auto- 
mobile trade in this territory, yet there 
are a good many encouraging signs both 
for the present and future. Few cars 
are being sold for immediate delivery and 
the used car market is very dull. In this 
respect there has been little if any im- 
provement since the election. But on 
the other hand there is quite a trend 
toward ordering cars for future delivery, 
either in the spring or summer. 

This tendency on the part of buyers 
has become noticeable enough to oc- 
casion quite a little talk. While dealers 
in their present overstocked condition 
would much prefer, of course, to sell 
cars outright and deliver them, the 
shrewd business men among them see 
unmistakable signs in this movement of 
the long-predicted coming business re- 
vival in the spring. 


Better Than Normal 


Even so, November and December in 
normal times always have been slow 
months in the automobile business here. 
It has been so long since what can be 
called “normal times’—dating back to 
before the war—have prevailed in the 
industry, however, that dealers who have 
entered business since have nothing with 
which to compare present conditions. 

But one of the pioneer automobile dis- 
tributors in Portland discussing the sit- 
uation the other day, harked back to 
before the war and declared that busi- 
ness right now is 50 to 100 per cent 
better than normal, as compared to then. 

“The trouble with a good many 
dealers,” he said, “is that they find diffi- 
culty in realizing that we have simply 
returned to a period when we must sell 
automobiles, instead of waiting for peo- 
ple to come in and buy them faster than 
we can fill orders. That has been the 
case for the past several years, almost 
from the time the European war began. 
Times in this period, which has just 
closed, were abnormal. We had no right 
to expect that they would continue. 


Preparing for Annual Show 


“November and December always have 
been the worst months in the year for 
selling automobiles in this. territory. 
Recently I went back to what I call 
‘normal’ times before the war. I found 
that, regarded from that basis, we are 
actually right now doing a 50 to 100 per 
cent better business than we did then. 
I don’t see any cause to worry. True 
we will have to sell cars. But we did 
it then and we can do it now and in 
the future.” 

The Automobile Dealers’ Association 
of Portland is in the midst of prepara- 
tions for its twelfth annual show, which 
is to be held in the municipal auditorium 
from Jan. 10 to 15. They have voted 


" The production will 
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$5000 as a decorations fund and while 
the show will not be as large as that of 
last year, they expect it to be even more 
attractive and just as productive of buy- 
ing interest. 


This is the first time Portland dealers 
have tried the experiment of a mid- 
winter show. Previous shows have been 
held either in February or March, usually 
in February. But the dealers figured 
that by advancing the date they would 
stir up interest in automobiles just that 
much earlier. 








Opposed to Gasoline 
for Cleaning 


D ETROIT, Dec. 30—Liberty Motor 
Car Co. has sounded a warning 
against cleaning leather upholstery 
with gasoline. This method it is said 
cracks the leather and destroys its 
good appearance. Water with a little 
ammonia added is recommended as 
a substitute. 








Farm Equipment Census Will 
Be Conducted by Government 


Washington, Jan. 3—In an official 
statement explaining the object of a 
census which the Division of Agricul- 
tural Engineering of the Bureau of Pub- 
lic Roads will make, the Department of 
Agriculture says: 

“The use of improved equipment by 
farmers in this country is necessary for 
the welfare of agriculture and it has 
much to do with the prosperity of Amer- 
ican farmers as compared with other 
countries. The importance of the farm 
implement and vehicle industry has long 
been recognized but little information 
regarding its size as compared with other 
industries has been available. Such 
figures also will furnish a better basis 
for estimating the extent to which farm- 
ers are using machines and equipment 
and the amount they invest annually 
in equipment for their farms.” 

Questionnaires will be sent to all man- 
ufacturers of farm equipment. 


Quantity Production of Gold 
Seal Batteries First of Year 


Green Bay, Wis., Jan. 3—The Gold 
Seal Battery Co., a new $300,000 corpor- 
ation, expects to be ready to start quan- 
tity production of Gold Seal storage bat- 
teries by Jan. 1. Equipment has been 
purchased for a daily production of 100 
batteries a day, with an estimated output 
of 20,000 during the first year. Batteries 
will be made for all makes of passenger 
cars, motor trucks, tractors, farm light- 
ing plants, gas engines, telephone and 
telegraph exchanges, etc. 
be marketed 
through the wholesale trade excluisvely. 
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Cleveland Dealers Preparing 
to Make Strong Sales Battle 


New Spirit Is Evidenced in Prepara- 
tions Now Underway for Show 
in January 





LEVELAND, Dec. 31—A canvass of 

automobile dealers here shows the 
concensus of opinion to be that the 
dealer is far better off with the advent of 
1921 than he was, with all his easy sales, 
when 1920 made its bow. A year ago 
he was uncertain about the future, 
despite the then big earnings, but now 
he is certain that times are going to be 
better in the next twelve months than 
they have been in the last six. 

The Cleveland dealer is making ready 
to fight hard for sales. He is stirring up 
his salesmen, telling them that a man 
has to hustle again to dispose of cars. 
This condition is reflected in the prepar- 
ations for the annual automobile show in 
Wigmore auditorium Jan. 22-29. 


Dealer Preparing for Competition 


The dealer feels that competition is 
going to be stronger. He is putting more 
time into getting his exhibits in shape 
than he did a year ago and is making a 
larger exhibit for he wants the public 
to see everything he has in stock. He 
is drilling his salesmen on how to im- 
prove service during the show. 

As a result, the 1921 show will far 
eclipse that of a year ago. Secretary 
Fred Caley of the dealers and manufac- 
turers association, which will give the 
exhibit, has contracted for several thou- 
sand more square feet for exhibition 
purposes than was used a year ago and 
even the enlarged area is far too small 
to accommodate all applicants for space. 
The accessories division has also been 
enlarged and the competition for space 
indicates more of the fighting spirit that 
is to stimulate automobile trade. 


Famous American Artists 
Paint Pictures for Shows 


New York, Dec. 30—Accomplishments 
of the automotive industry, its place in 
transportation and the function of the 
industry in the economic and industrial 
life of the world, have been portrayed 
by a dozen famous American artists for 
the Clark Equipment Co., Buchanan, 
Mich., for the edification of visitors to 
the automobile show in this city. One 
of the paintings will be displayed on 
each of the twelve columns in the main 
lobby of the Commodore Hotel. 

The central theme of each picture is, 
“The Spirit of Transportation.” The art- 
ists are George Elmer Brown, Jonas Lie, 
Max Bohm, Frank X. Leyendecker, C. 
Coles Phillips, James Cady Ewell, Max- 
field Parrish, Alphone Mucha, F. Luis 
Mora, Franklin Booth, R..F. Heinrich 
and William Mark Young. 

At the close of the New York show 
the pictures will be sent to Chicago and 
later will be shown at the Copley-Plaza 
Hotel during the Boston show. 
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A Show Setting That Made Prospects Want to 


Come In 


The first pre-Christmas automobile show ever given in the South was held at 


New Orleans. 
ing—was carried out. 


The “Christmas Stocking” idea—an automobile for every stock- 
Elaborate decorations made the show one of the most 
attractive held in that section of the country. 


The show was held in the new 


Abbott Automobile building 


Industry, Not Particular Car, 
Boosted at New Orleans Show 


Christmas Stocking Idea Carried Out 
and Attracts Crowds—Women’s 
Tastes Appealed to 


Nea ORLEANS, La., Dec. 30 — From 
the point of view of manufacturer, 
distributor, dealer, salesman and public, 
the first pre-Christmas automobile show 
ever held in the south, which has just 
closed here, was the most successful of 
any similar exhibition ever held in the 
New Orleans territory. The idea was that 
the automobile is the most attractive 
and best of all Christmas presents, em- 
bodied in the slogan of the show com- 
mittee: ‘An automobile in every stock- 
ing Christmas morning.” This idea took 
strong hold on the public, and L. C. 
Glenny, chairman of the show committee, 
said, at the close of the week of the ex- 
hibition: “This year’s show, from all in- 
dications, far surpasses any previous ef- 
forts along these lines made in this city.” 

An entirely new angle in southern 
shows was taken by the committee in 
making this a “Santa Claus” show and 
in holding it the week before Christmas 
—from noon of Dec. 17 to midnight of 
Dec. 23—but the result justified the plan, 
since hundreds more attended this show, 
despite the general disinclination to in- 
vest money in anything, than ever attend- 
ed an automobile show here. 

A special attempt was made to attract 
the ladies with a large ball-room and a 
jazz band, as well as a restaurant, all 
on the second floor. The committee 
realized that the majority of cars bought 





around Christmas time are sold to be 
gifts to the women of the family, and 
for this reason made special efforts: to 
provide entertainment for them. Again 
the result justified the means, and the 
exhibitors estimate that 50 per cent more 
women visited this show than ever at- 
tended any previous automobile exhibi- 
tion here. 

The general idea of the show, which 
was carried out not only by the commit- 
tee, but by each of the 23 passenger car 
exhibitors and all of the 20 equipment 
men who had booths in the exhibition, 
was to build up an interest in the auto- 
motive industry; to make the people see 
that the necessity for an automobile is 
just as great in times of slow-moving 
money as in flush days, and to influence 
favorably the whole of public opinion 
and sentiment, rather than sell cars to 
individuals, or to make engagements for 
immediate sales. 


Get Prospects the Big Idea 


In short, the idea was to make every- 
body in New Orleans territory a potential 
prospect, rather than to convert a few 
prospects into buyers. This attitude pro- 
duced an entirely different line of argu- 
ment and talk from the dealer and sales- 
men on duty at the various exhibit spaces 
than ever heard at any motor show here 
before, and gave the public an entirely 
different idea of the automotive industry, 
its condition and its relation to the gen- 
eral financial and business structure of 
the south. It was a sectional show, 
rather than a city or state show, and it 
left a considerable impression not only 
on the ‘public, but on the unfortunately- 
minded dealers who did not participate, 
and on the banker and business men of 
the community. 
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Suit Dismissed, Goodyear 


Plans for Refinancing Go On 


Banking Syndicate Reports Tire Firm 
“Splendidly Solvent’’—Stock- 
holders Express Confidence 


EW YORK, N. Y., Dec. 31—Difficulties 

which have beset the Goodyear Tire 
& Rubber Co. for the last few weeks are 
being straightened out rapidly and one 
of the prominent members of the bank- 
ing syndicate which has undertaken the 
refinancing of the company has de- 
clared that it was “splendidly solvent.” 

The suit filed by Frank S. Monnett, 
former attorney general of Ohio, asking 
for the appointment of a receiver, an 
injunction against additional financing 
and making serious charges against the 
directors, was dismissed by Judge Kin- 
kead at Columbus on the ground ‘that the 
papers had not been served on an officer 
of the company. Although the dismissal 
was upon a technicality there is no ap- 
prehension over a possible receivership 
even if the suit is filed again at Akron as 
threatened by Mr. Monnett. 

Stockholders, at a special meeting at 
Akron, approved almost unanimously 
the refinancing plan and expressed 
their confidence in the present officers 
and directors. 

Akron, Jan. 3.—Explaining to stock- 
holders that the present impairment of 
capital made its action unavoidable, the 
Goodyear Tire and Rubber Co. passed 
its quarterly preferred dividend which 
fell due Jan. 1, at the same time issu- 
ing an official statement to the effect 
that preferred dividends being cumula- 
tive would be paid before any further 
dividend is paid to common stockhold- 
ers. The announcement of the com- 
pany’s action was made following an ad- 
journed meeting of stockholders at which 
several changes in the company’s code 
of regulations were voted. Principal 
among these changes is the decision to 
increase the number of directors from 
seven to eleven. The stockholders also 
ratified the change of the fiscal year to 
correspond with the calendar year in- 
stead of December and empowered offi- 
cials of the company to create finance 
and executive boards. 

164,590 TRACTORS LAST YEAR 

Washington, Dec. 30—An official survey 
of tractor production conducted by the 
Bureau of Public Roads shows that 164,- 
590 tractors were manufactured in this 
country during 1919. These figures were 
based on the reports of eighty manufac- 
turers whose combined output represents 
more than 95 per cent of the total tractor 
production. Of the number 136,162 were 
sold in the United States. 
STUDEBAKER STOPS WAGON WORK 

South Bend, Ind., Jan. 3—Manufacture 
of the famous old Studebaker line of 
wagons will be discontinued and the en- 
tire facilities of the Studebaker plant 
here will be devoted to the production 
of motor cars. 
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Three Executives Leave Ford 


Because of Lack of Harmony 


Klingensmith, Turrell and Brownell 
Resign — Company’s Policies 
Opposed By Trio 





ETROIT, Jan. 1—Lack of harmony 
in the Ford organization which 
developed a near rupture at the time of 
the sensational price cut, has resulted 
in the resignations of F. L. Klingensmith, 
executive vice president and general 


manager, of the Ford Motor Co., L. H.: 


Turrell, chief auditor and Charles A. 
Brownell, advertising manager. 


Mr. Brownell is leaving ostensibly on 
account of the health of his wife but 
admitted yesterday that Charles Soren- 
son, general manager of Henry Ford & 
Son, and E. G. Liebold, private secretary 
to Henry Ford, practically were in con- 
trol of the big institution and made his 
resignation as well as those of Klingen- 
smith and Turrell imperative. 

Mr. Turreil, in a statement today, said 
he did not care to add anything to the 
statement of Mr. Brownell other than to 
admit that conditions had become such 
as to develop a combination of circum- 
stances that compelled his resignation. 
Mr. Klingensmith denied that he had re- 
signed and said he had not seen Henry 
Ford for a week. He added, however, 
that he would be able to make a state- 
ment following a meeting of Ford execu- 
tives which was to be held Monday. 


To Wait for Word from Ford 


In spite of Mr. Klingensmith’s state- 
ment that he had not resigned and had 
not seen Henry Ford for a week, an 
official of the company said Mr. Liebold 
had asked for Mr. Klingensmith’s resig- 
nation. Mr. Klingensmith’s further 
statement that he probably would have 
something to say after Monday’s confer- 
ence is taken to mean that he will not 
tender his resignation at the request of 
Messrs. Liebold and Sorenson and not 
until it is asked by Henry Ford which 
request is expected at the conference 
Monday. 

Mr. Liebold said there was nothing for 
him to say other than that he had been 
informed the three resignations had been 
accepted. He said no successors had 
been named to Messrs. Klingensmith, 
Brownell or Turrell but added the entire 
matter would be threshed out and settled 
in detail Monday. 

The friction appears to have resulted 
chiefly from the fact that Henry Ford 
has maintained his office at the tractor 
plant at Dearborn to the exclusion of 
the big Highland Park establishment, 
where 51,000 of his employes work, and 
as a result received his only information 
from the Highland Park plant through 
Messrs. Sorenson and Liebold. The fact 
that neither of them was in close touch 
with Highland Park conditions, accord- 
ing to Mr. Brownell, and the further fact 
that advice and suggestions of the execu- 
tives at Highland Park were not accepted 
by Messrs, Sorenson and Liebold pre- 
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cluded successful operation of the plant. 

It is known that there was bitter 
opposition to the price slashing from 
Mr. Klingensmith, the real big man of 
the company and the one to whom fell 
the burden of getting the money when 
it was needed. Mr. Klingensmith and 
other executives took the position that 
Ford sales would not be increased by 
the price cut and at the same time busi- 
ness for the other manufacturers prac- 
tically would be killed thereby adding 
to public unrest and unsettled conditions. 
Events bore out their prediction. For 
one week after the cut Ford sales jumped 
enormously but immediately thereafter 
slumped and today Ford dealers through- 
out the country are overstocked and, it 
was stated by an official, there are 125,- 
000 surplus cars on hand, approximately 
a six weeks’ output at the Ford schedule 
of 4000 a day. 


No Protective Price Clause 


On the heels of the cut came the re- 
moval of territorial restrictions which 
put Ford dealers in a most antagonistic 
attitude and resulted in a chaotic con- 
dition in the dealer organization that it 
will take months to straighten out. At 
the same time the protective clause on 
prices was lifted, still further endanger- 
ing the position of the dealers and add- 
ing to their already heavy burden. Under 
conditions as they exist today Ford can 
cut his price overnight and the dealer 
with his warehouse and salesroom full 
of cars has no protection whatever. He 
must stand the loss whereas in the past 
the thirty-day clause in the dealer con- 
tract gave him full protection. 

The slump that followed the price cut 
after the first week, in the opinion of 
Highland Park executives, made it im- 
perative that the production be curtailed 
or stopped temporarily until the dealers 
could unload. Instead the order went 
forth to speed up. As a result October 
proved a record-breaker from a produc- 
tion standpoint, the company turning out 
99,967 cars and trucks. The November 
output was 93,000 and the December 
total was 73,000. 

In the face of this enormous produc- 
tion and the fact that dealers already 
were heavily overstocked came the offi- 
cial announcement that the company 
would shut down Dec. 24 to reopen again 
Jan. 3. Orders to parts makers which 
had been closed were to get into pro- 
duction Monday, Dec. 27, to prepare for 
the opening of the Ford plant. 

A long conference Wednesday resulted 
in orders to parts manufacturers who 
had resumed operations Monday again to 
stop production for Ford indefinitely and 
some of them, notably the Hayes Wheel 
Co., at Albion, which makes Ford hubs 
exclusively, promptly closed down after 
three days’ operation following a shut- 
down of six weeks. At the same time 
orders went forth that the factory 
would remain closed indefinitely cer- 
tainly until Feb. 1. Officials said today 
there would be no resumption before 
Feb. 15 in any event and most likely the 
shut-down would continue some time 
after that date. 

Just what action took place with re- 
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Government Warns. Against 
~ Optimism in Supply of Gas 


There Will Be Ample for Spring 
But Fuel Waste Should : 
Be Discouraged 





ASHINGTON, Dec. 31—Refinery sta- 

tistics for October compiled by the 
Bureau of Mines indicate that gasoline 
stocks will be ample in the Spring when 
climatic conditions permit the resump- 
tion of automobile traffic. The report 
shows that on Oct. 31 the gasoline in 
storage at the refineries was 13,000,000 
gallons more than on Sept. 30. ’ 


The Bureau of Mines cautions against 
undue optimism which may encourage 
fuel waste. It is important to note, Fed- 
eral officials stated, that while the 
monthly output was the largest on rec- 
ord the daily average for October of 
15,025,000 gallons was approximately 
100,000 gallons less than for September, 
1920. 

The total stocks on hand October of 
this year were 301,283,731 gallons as 
compared with 354,160,071 for the cor- 
responding month last year, and 250,- 
328,329 for October, 1918. The total pro- 
duction for October, 1920, was 564,787,745 
gallons. The daily average output of 
lubricating oils increased in October 
with 3,007,410 gallons, as compared with 
2,537,368 gallons for October, 1919. 


IMPLEMENT DEALERS PLAN MEET 

St. Louis, Dec. 31—The annual conven- 
tion of the Mississippi Valley Implement 
Dealers’ Association will be held in this 
city Jan. 11 to 13 and will attract deal- 
ers to the number of 1200 from Missouri, 
Illinois, Kentucky, Tennessee, Missis- 
sippi, Louisiana, Alabama, Arkansas and 
Oklahoma. The motorization of the farm 
and of the work in the farmer’s house 
will be outlined and explained during 
the sessions. 


HANDLED OTHER CARS 
In connection with the assignment of 
the Hanson & Tyler Co. of Fort Dodge, 
Iowa, as published in Motor Age Dec. 
23, we are informed that this firm was 
not a distributor of the Cleveland or 
Chandler cars. 








gard to the resignations at that confer- 
ence Wednesday is not known. It was 
followed however by an all-day session 
Thursday and yesterday morning Mr. 
Brownell announced his resignation and 
later gave out the statement regarding 
Klingensmith and Turrell together with 
the facts which brought about the crisis. 

Mr. Brownell has been with the Ford 
company since 1914 prior to which time 
he had handled Ford copy in the firm of 
J. Walter Thompson Co. Whén he joined 
the organization the company was build- 
ing 38,000 cars a year. The output for 
1920 was 1,023,552. i 


(Concluded on next page) 
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Lower Bars On Automobile 
Publicity In New York City 


Evening Mail and Globe Will Re- 
sume Policy Abandoned 
Several Months Ago 





EW YORK, Dec. 31—Publishers of 

New York newspapers who banded 
together several months ago to curb 
automobile publicity are breaking away 
from this agreement and two of them 
have filed declarations of independence. 
These papers are the Globe and Evening 
Mail. 

Jason Rogers, publisher of the Globe, 
has informed his fellow publishers that 
while he will stay with them on ques- 
tions of publicity for the interests which 
are not entitled to it, publication of auto- 
mobile news will be left hereafter to the 
discretion of his automobile _ editor, 
George Severin. 

The Evening Mail will resume its 
former editorial support of the automo- 
bile business. John C. Wetmore, dean of 
newspaper automobile editors in this city 
has mailed notices which say: 

“I am pleased to announce that during 
and after the coming motor truck and 
passenger car shows in this city, January 
3 to 15, 1921, The Evening Mail will re- 
sume its long-time policy. of publishing 
daily the latest and fullest news of the 
automobile industry and sport. The re- 
sumption of this policy will enable The 
Evening Mail to continue and emphasize 
its unrestricted support of the motor car 
trade, which has been a conspicuous 
feature of the paper in its daily auto- 
mobile column, conducted for 16 years by 
me as the successor of men of such 
prominence in the sport and industry as 
Malcolm Ford, Alfred Reeves and A. G. 
Batchelder, its former editors.” 

The publishing association announced 
some time ago that the bars on publicity 
would be down for automobile week and 
many of them will publish daily stories 
next week in regard to the automobile 
industry. 


Co-operation of Seven States 
Sought at Coming Atlanta Show 


Atlanta, Ga., Dec. 29—Plans for the 
largest and most magnificent automobile 
_Show that has ever been held outside of 
New York or Chicago, to be held at the 
Auditorium in Atlanta from March 5 to 
12, have been approved by the board of 
directors of the Atlanta Automobile As- 
sociation, and it is now virtually certain 
that the show will be held. At a meet- 
ing of the entire membership of the asso- 
ciation in the near future definite deci- 
sion regarding the show will be made, 
but as most of the members have already 
announced that they favor the project it 
appears certain that the plan proposed 
will be adopted by almost a unanimous 
vote. 

The main floor of the Auditorium pro- 
vides about 22,000 square feet of floor 
space while Taft hall, which is a part 
of the building, provides about 9,000 
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square feet of space. The main building 
will be used to display automobiles and 
accessories, while motor trucks will be 
on exhibition in Taft hall. The program 
that is being arranged for the event will 
bring to Atlanta during the show some 
world-famous talent including the Arthur 
Pryor Band for the entire week and sev- 
eral celebrated members of the Metro- 
politan Grand Opera Company. The show 
is to be known as the Greater Southern 
Automobile Show, and dealers and dis- 
tributors in all of the seven Southeast- 
ern states will be asked to co-operate in 
making the event a big success. 





FORD OFFICIALS RESIGN 
(Concluded from opposite page) 


Mr. Turrell, formerly an expert ac- 
countant, has been with the Ford Co. 
nine years and, as the head of the ac- 
counting department, had actual charge 
of Ford finances incoming and outgoing. 
He was regarded as one of the Ford 
fixtures and news of his resignation has 
caused a mild sensation among manufac- 
turers and financiers. 

The resignation of Mr. Klingensmith 
however was the one big topic in bank- 
ing circles and among automotive execu- 
tives. Starting’in as a bookkeeper with 
Ford about sixteen years ago, he rose 
to the position where he was presumed 
to be head and shoulders above every- 
one else in the organization. He suc- 
ceeded Mayor James Couzens as execu- 
tive vice president and general manager 
and much of the success of the company 
is attributed to his efforts. The fact 
that he denies his resignation is regarded 
in the light of a technicality in the fact 
that he insists on the request coming 
from Henry Ford rather than Messrs. 
Liebold or Sorenson and his official an- 
nouncement of his resignation is expected 
following the conference Monday. 

Efforts to locate Henry Ford or Edsel 
were unavailing. Edsel is president of 
the Ford Motor Co., and as such holds 
the esteem and respect of the officials 
at Highland Park. His title however is 
declared to be only nominal and the 
only authoritative voice in the organiza- 
tion, officials say, is that of Henry Ford 
who in this particular instance appears 
to have elected to speak through Messrs. 
Sorenson and Liebold. 

Fort Wayne, Ind., Dec. 31—The Dudlo 
Manufacturing Co., manufacturers of 
insulated wire, have laid off over 700 
employees, 75 at the New Maven plant, 
30 at the Peru branch and over 600 at 
the main plant in this city due to the 
Ford shut-down. Three hundred em- 
ployees engaged in the manufacture of 
products not sold to the Ford company 
are continuing at work. The Harry An- 
drews Co., manufacturing a paper com- 
position used for the inside doors on 
Ford cars, has also been affected by the 
Ford closing. 

Albion, Mich., Jan. 3—Hayes Wheel 
Co., which has been closed for about two 
months and which was reopened Mon- 
day, was closed down again Wednesday 
following the announcement that Ford 
would not reopen. The company manu- 
factures hubs for Fords almost exclu- 
sively, 
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Tire Company President Sees 
New Industry on Broader Basis 





Executive Predicts Greater Ability 
and Usefulness for Year in 
Automotive Buisness 


EW YORK, Dec. 29—A new auto- 

motive industry, of greater ability 
and greater usefulness, is going to be 
built in 1921, in the opinion of J. N. 
Gunn, president of the United States Tire 
Co., who addressed the Automobile 
Dealers’ Association today at its weekly 
luncheon-conference. Mr. Gunn attrib- 
uted some of the timidity in automotive 
business circles today to the fact that 
so many men in the business never had 
experience in any other business. They 
fail to take into consideration all the 
factors that have to do with changing 
conditions, he said, and they get panicky 
when there is no reason for it. He said 
there was ample evidence of sufficient 
moral and business courage to carry the 
automobile business and all business 
through the present period of adjust- 
ment into “an era of the best prosperity 
the country ever had.” 

Mr. Gunn declared there must be rec- 
ognition of the logical demand for lower 
prices and said business had better stand 
slight losses for a time and keep going 
than suspend operations and sustain 
even heavier losses through the tax of 
overhead on idle investment. 

Mr. Gunn, who was a business engi- 
neer before he entered the tire business, 
said the farmer always led the public 
back to buying after any “buyers’ 
strike” and called attention to proof 
that this is happening now. He urged 
automobile dealers to study, to make 
acquaintances among men in other busi- 
nesses and to take a broader view of 
business. 


SALESMEN VISIT BALTIMORE 


Baltimore, Dec. 31—The American 
Hammered Piston Ring Co. of this city 
entertained the salesmen of the Auto- 
mobile Supply Co., Chicago, upon the 
occasion of their recent visit to the com- 
pany’s: factory in this city. The adver- 
tising manufacturing plans for 1921 were 
the subject of a general discussion. The 
shops of the Bartlett-Hayward Co., the 
George Oldham Pneumatic Tool Co. and 
the Campbell Metal Window Co. were 
also inspected during the trip. 


TO ADAPT TRUCKS TO TRAILERS 

New York City, N. Y., Dec. 30—The 
Trailer Manufacturers’ Association of 
America announces that new truck mod- 
els for 1921 to be put out by several 
manufacturers will embody changes 
which will adapt the trucks for drawing 
trailers. These include additional speed 
changes, heavier rear end construction, 
coupling devices and increased braking 
surfaces. The association strongly urges 
truck manufacturers to adopt standard- 
ized trailer hitches as regular equ p- 
ment so that any make of trailer can be 
used with any make of truck. 
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Move to Separate Tire Sales 
and Service in New Zealand 


Association Members Also Have 
Under Way Program for Edu- 
cating Automobile Mechanics 


HRiISTCHURCH, N. Z., Dec. 6—An 

interesting movement to divorce tire 
sales and service is under way in New 
Zealand. The Motor Garage Proprietors 
and Cycle Traders Association of New 
Zealand, with approximately 500 mem- 
bers, representing the greater part of the 
trade, is advocating centralization of tire 
vulcanizing and other repair work in the 
hands of individuals and firms devoted 
exclusively to service work of this sort. 
At the same time the association believes 
tire merchandising should ‘be in the 
hands of tire, trucks, and cycle dealers 
and is making representations along this 
line to representatives of tire manufac- 
turing concerns in charge of distribu- 
tion on the island. 

The association also has under way an 
ambitious program for education of 
automobile - mechanics. Recently the 
members subscribed $6000 for educa- 
tional work and expect shortly to have 
$15,000 to proceed with the establish- 
ment of classes in- garages, and possibly 
in schools in different sections of the 
country. The association already has 
employed a director of education, who 
will give all his time to organization and 
supervision of these mechanical classes. 

It is proposed to conduct automotive 
mechanical classes in all parts of the 
country with the idea of improving the 
capability of the automotive repair staffs, 
and of giving better service on automo- 
tive vehicles. Particularly it is stated 
that there is need of education on elec- 
trical equipment, and the association 
will put considerable efforts on this 
phase of the work. 


INVENTORY CLOSES PUMP PLANTS 


Fort Wayne, Ind., Jan. 2—The plants 
of S. F. Bowser & Co., Inc., and the 
Tokheim Pump Co., manufacturers of 
gasoline storage systems and self-meas- 
uring pumps, were closed during the 
week of Dec. 27 for the purpose of taking 
the annual inventory. The office employes 
of the Bowser plant continued at work 
as usual during the week for the pur- 
pose of handling the inventory. The 
three local pump companies which are 
now in operation all report excellent 
business for the year up to the past few 
months. The city’s new pump company, 
the Visible Pump Co., is getting ready to 
begin extensive operations very shortly. 





DISTRIBUTORS EXPAND 


San Francisco, Dec. 31—The H. A. 
Seller Co., Northern California distrib- 
utors for Paige cars and trucks, Dorris 
cars and Stewart trucks, are making an 
important expansion of their business. 
Sales headquarters now occupied by the 
company will be devoted exclusively to 


Paige business with Mr. Seller in charge’ 


of distribution. The Dorris and Stewart 
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For the Sake of Sweet 
Charity 


INCINNATI, Jan. 2.—Even when 

business is slack, as it is now, the 
automobile dealers of Concinnati are 
willing to do their share for a worthy 
cause. 


Friends of crippled children started 
out just before Christmas to raise 
money to purchase a truck in which 
the children could be transported to 
the special classes conducted for them 
at General Hospital. 


The automobile dealers chipped in 
liberally, donating almost half of the 
expense of the truck. The largest 
subscriber was Harry Leyman, Buick 
dealer, with a subscription of $300. 


And Leyman doesn’t sell trucks. 




















lines will be handled in the adjacent 
building now occupied by the Nash Co. 
in charge of C. S. Cummings, for eight 
years associated with the Seller firm.: J. 
N. Burge, formerly Simplex distributor 
and with the Seller organization since it 
took over the Paige agency, will become 
sales manager for the Paige line. 


FARMERS ASK TAX ON GAS 


Fort Wayne, Ind., Dec. 31—Members of 
the Allen County Farmers’ Federation 
have adopted a resolution calling on the 
state legislature to pass a law providing 
for an assessment of a five cent tax on 
every gallon of gasoline used in auto- 
mobiles, the tax to be retained by the 
county for road improvements. 


The Valoe af a Corner 


(Concluded from page 9) 


very inefficient and would do much bet- 
ter work where it could not see every- 
thing that happened on the street in 
both directions. 

The position of vantage second in 
value to the corner is that next to an 
alley or a vacant lot, though not too 
much faith should be pinned on the va- 
cant lot unless we control it. The al- 
ley or the open space makes a break in 
the solid stretch of store fronts and acts 
just as does a corner to make the dis- 
play stand out, but does not have the 
benefit of the traffic on the side street 
as in the case of the corner. There is 
only one line of business where a car 
entrance on a corner should be consid- 
ered. The exclusive storage garage in 
some instances might benefit by a cor- 
ner entrance but in most cases the cor- 
ner is a position of excessive congestion 
and an entrance leading from it will 
only make a bad matter worse, 

Thus far we have only considered the 
corner from the standpoint of display, 
but there are other advantages, and one 
especially, that is of equal importance. 
The firm on an inside lot must give up 
a good share of its frontage for a car 
entrance or be obliged to send custo- 
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May Compute Inventories at 


Market Price If Below Cost 


New Ruling of Internal Revenue | 
Office Permits Change to Be 
Made 


OLUMBUS, OHIO, Dec. 31—<Auto- 

motive and supply dealers are inter- 
ested in recent rulings of the Internal 
Revenue Office in regard to the taking 
of inventories and the income and excess 
profits tax. The regulations as recently 
announced allow two bases for the tak- 
ing of inventories, viz.; at cost and at 
cost or market price, whenever the mar- 
ket price is lower than cost. 

The regulations further provide that 
whichever basis is adopted must be 
adhered to in the succeeding years and it 
was necessary in making out the returns 
for 1918 and 1919 to indicate on the face 
of the returns which method was 
adopted in computing inventories. The 
new ruling is to the effect that where a 
tax payer elected in preceding years to 
inventory his merchandise at cost, he 
may now inventory his merchandise at 
market, providing he can show that the 
market at the close of 1919 was above 
cost. 

The market price is defined in the 
government regulations as “the correct 
bid price prevailing at the date of the 
inventory for special merchandise.” The 
cost is defined as “the inventory price 
less trade or other discounts except 
strictly cash discounts.” To this price 
must be added transportation and other 
necessary charges incurred in acquir- 
ing possession of the goods. It is theve- 
fore consistent with the regulations to 
add to the invoice price the amount rep- 
resenting the actual cost of unloading, 
handling and storing the merchandise 
providing that a consistent course is fol- 
lowed in this respect from year to year. 








mers around the block to an alley en- 
trance, while the concern on the cor- 
ner has its car entrance on the side in 
direct connection with the garage and 
shop. This is more of an advantage 
than appears at first thought. It not 
only leaves the entire front for show 
room and display purposes but saves the 
inside space in the passage for other 
purposes. 

Where there is much congestion or 
many street car tracks in evidence and 
street car traffic is heavy, or where mo- 
tor car or commercial traffic is extensive 
the side street offers a haven for cus- 
tomers and demonstrators which is not 
possessed by the man on the inside lot 
and this is quite an important considera- 
tion in some places. 

Lighting is a problem that the garage 
man cannot overlook and here the cor- 
ner is of great assistance. Particularly 
is this true of buildings more than one 
story high; corner buildings may have 
windows all along their length while 
inside ones must depend on skylights 
for light on the upper floor and artifi- 
cial light for the lower ones. 
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A. E. F. and French Tires Sold 
to Syndicate in This Country 


Action Planned to Prevent Their 
Being Disposed Of As First 
Class Merchandise 


EW YORK, Dec. 31—The sale of large 

quantities of deteriorated A. E. F. 
tires and tires manufactured for the 
French military forces, known to have 
been made in France, to representatives 
of a syndicate of New York and Chicago 
jobbers who plan to sell them here, has 
aroused American manufacturers to ac- 
tion designed to prevent their being sold 
as first class merchandise. 

The number of tires involved is now 
being investigated by the Rubber Asso- 
ciation. They are said to comprise both 
pneumatics and solids, apparently new, 
and bearing the serial numbers of five 
American tire makers. Some were 
manufactured less than two years ago 
and many are believed to be consider- 
ably older. 

Through deterioration of material be- 
cause of age and general exposure the 
manufacturers will withdraw all adjust- 
ment privileges from these goods. 
Though the serial numbers have been 
kept and adjustments will be denied on 
these the manufacturers seek to pre- 
vent imposition on the public by com- 
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pelling the sale to be made with all 
the facts known. 

Purchases of the tires are being made 
through French brokers who have taken 
over the sale for the Government. 
Prices for which they are obtained are 
said to be very low and this, too, is 
being investigated. Arrangements have 
been made for immediate shipment to 
the United States and a consignment 
of 2500 has already been landed. 

No stipulations were made in the sale 
of A. E. F. material to the French Gov- 
ernment that the supplies could not be 
offered for sale in the American mar- 
ket. Thousands of American cars were 
included in the supplies turned over but 
no reports have been received of the 
disposition of the cars. 





Davis Reductions Range From 


$200 to 400, Effective Jan. 1 


Richmond, Ind., Dec. 31—The George 
W. Davis Motor Car Co. has announced 
new price reductions effective Jan. 1, 
on all models. The reductions range 
from $200 to $400 and bring the en- 
closed models well under the $3,000 
mark. The touring car has been re- 
duced from $2185 to $1895, the special 
sport car and special roadster from 
$2350 to $2150, and the coupe and sedan 
from $3185 to $2795. These reductions 
have been made possible by a decrease 
in the cost of materials. 


Miniature Models for Shows 





The Nordyke & Marmon Co. of Indianapolis, manufacturer of the Marmon, has 
adopted a novel method of exhibiting all models of its cars at the 1921 shows in 
cases where show space restricts it to displaying two or three large models. These 


miniature cars are 46 in. long, stand 18!4 in. high and are 17 in. wide. 


They are 


built on a one-quarter scale and reproduce the larger models down to the 


minutest detail. 


A force of men has been kept busy for months perfecting these 
models 
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Motor Transportation Course 
Opens at Syracuse ‘University 


Head of Franklin Company Makes 
Endowment—aAll Problems 
to Be Considered 


YRACUSE, N. Y., Dec. 31.—Recogniz- 

ing the importance of highway 
building problems caused by the tre- 
mendous increase in motor transporta- 
tion, Syracuse University has created in 
the college business administration, a 
Department of Transportation, in which 
much attention is being paid to motor 
transportation. This department has 
been endowed by H. H. Franklin, presi- 
dent of the H. H. Franklin Manufactur- 
ing Co. 

The course is being conducted by Dr. 
Chas. L. Raper, professor of transpor- 
tation. He is developing the course from 
the broadest business point of view as 
well as along lines of government aid 
and regulation. Problems of mainten- 
ance and depreciation, loading and 
speed, competition of the motor car and 
the horse-drawn vehicle, the street car 
and the steam railway are considered. 
Another phase taken up is the relation 
of the motor car to the building and 
maintenance of streets and highways. 

The course has been worked out along 
practical lines. The student must know 
how to operate and care for a car be- 
fore he is permitted to take the course. 
He must make a careful study of some 
practical problem of motor transporta- 
tion in his own county. 


ZIMMERSCHIED HEADS CHEVROLET 


New York, Dec. 31—Pierre S. du Pont, 
president of General Motors Corp., has 
announced the appointment of K. W. 
Zimmerschied as general manager of 
Chevrolet Motor Co., to succeed W. C. 
Durant. Mr. Zimmerschied has been 
identified with the General Motors organ- 
ization since 1911, and during the past 
two years has been assistant to the pres- 
ident of the corporation. 


SUIT AGAINST REVERE 


Indianapolis, Dec. 31—A _ creditors 
petition has been filed in Federal Court 
here asking that the Revere Motor Car 
Corp. of Logansport, Ind., be adjudged 
a bankrupt. The petitioners are Gibbs 
Service Co., the La Salle Steel Co. and 
the Steel Sales Corp., all of Chicago. 
They list claims amounting to approxi- 
mately $2800 and allege that the Revere 
company has liabilities exceeding their 
assets by $115,000. It is alleged that the 
debts of the company amounted to ap- 
proximately $450,000 and that on Dec. 22 
the company offered a settlement with 
the Gibbs Service Co. at 60 cents on the 
dollar but were unable to raise $1500 
in cash necessary. The petitioners claim 
that the company in December paid a 
claim of $100 to the Chicago Decorative 
Letter Co. in preference to other cred- 
itors. A hearing of the case is expected 
next week. 
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Concerning Men You Know 








John A. Graham, Minneapolis manager of 
Studebaker, who goes to Buffalo Jan. 1 to be- 
come vice-president and general manager of the 
Houdaill Shock Absorber Co., was given a fare: 
well dinner by the Minneapolis Automobile 
Trade Association, of which he was. vice-presi- 
dent and one of the principal “pillars.” Mr. 
Graham was presented with a watch by H. E. 
Wilcox, who spoke on behalf of his fellow mem- 
bers eloquently of the departing vice-president’s 
eight years of valuable work for the association. 


Howard S. Hamilton has been appointed man- 
ager of the western branch of the Rolls-Royce 
Co. of America, Ltd., which will be located at 
900 South Michigan Avenue, Seg Mr. Ham- 
ilton, a newcomer on Automobile Row, has been 
identified with the sale of rare cars in 
New York for a number of years. is territory 
includes all western states. Associated with Mr. 
Hamilton is Henry P. Knight, former sales 
a of the Chicago branch of the Locomo- 
bile Co. 

Albert I. Dutton, factor 
Master Trucks, Inc., has 
arily in charge of a factory branch, sales and 
service station which the company has just es- 
tablished at 1638 Wabash avenue, Chicago. 


John H. Dielmann and W. D. Dalton, for a 
number of years with the Weinstock-Nichols Co., 
have entered business for themselves as the John 

Dielmann Co., Los Angeles. They will act as 
agent for manufacturers. 

William H. Burgess is president_of the newly 
organized oagl ooer Auto Specialty Co., San Fran- 
cisco, which handles accessory devices for the 
Pacific coast territory. 

Horace E. Eckhouse, 1834 Broadway, New 
York ,has been appointed distributor of the 
“Wisoid” gaskets manufactured by the Consoli- 
dated Packing & Supply Co., of the same city. 


sales manager of 
een placed tempor- 








War Department Contends All 
Present Motor Trucks Needed 


Washington, D. C., Dee. 31—Inquiries 
at the war department relative to the 
proposal of Representative Anthony of 
Kansas to dump on the market many 
thousands of motor vehicles now owned 
by the army disclose that 34,000 trucks 
are now owned by the Transportation 
Division. Approximately 10,000 of this 
number are not serviceable. They are 
used in motor transport schools and to 
supply parts. Under the present law if 
the army has a surplus-of motor equip- 
ment, it must be transferred to other de- 
partments of the government. It is be- 
lieved the law must be amended or 
new legislation enacted to permit the 
proposed dump. The War department 
contends that it needs all the motor ve- 
hicle equipment now on hand. If there 
is an actual surplus, the Post Office de- 
partment and the Bureau of Public Roads 
would be glad to absorb it, although Mr. 
Anthony contends these departments of 
the government have all the equipment 
they need. 

It will be possible for the committee 
on appropriations of the House, of which 
Mr. Anthony is a member, to create a 
surplus by cutting down appropriations 
for the military establishment and re- 
ducing funds for the transportation sec- 
tion formerly known as the Motor Trans- 
port Corps. 


LIGHTING AUTOMOTIVE BUILDING 
In connection with the story on 
illumination published in Moror Agg, 
Dec. 9, “Lighting the Automotive Build- 


W. H. Mooney, sales engineer of the Dayton 
Engineering Laboratories Co., has been appointed 
assistant sales manager and will have charge of 
experimental sales work, new business, etc. 


H. A. Oswald has been appointed general man- 
ager and secretary-treasurer of Hamilton Motors 

©., manufacturers of the Apex truck, Grand 
Haven, Mich. Other changes in the organiza- 
tion are as follows: Inman has been 
named assistant to manager and office manager; 
E. Graham, factory manager and fiscal agent 
the interests of Adolph Pricken; 

arner ansen, factory superintendent. Mr. 
Pricken who is president of the company is also 
heavily interested in large warehouse business in 
New York City. : 


Frank B, Willis,;who has specialized on the 
merchandising of motor trucks during recent 
yours has been appointed sales manager of the 

uplex Truck Co. of Lansing, Mich, 


James Cody, for 27 years foreman of the F. 
H. & A. H. Chappell Co.’s garage in New Lon- 
don, Conn., has resigned to enter the automobile 
business, in connection with which he will open 
and conduct a private garage in that city. 


A. J. Whipple, formerly general sales manager 
of the Diamond Motor Car Co. of Chicago, 
has been appointed general sales manager of the 
Republic Truck Sales Corp. of Alma, Mich., the 
channel through which Republic motor trucks are 
marketed. Mr. Whipple served as a director of 
the National Association of Motor Truck Sales 
Managers and is at present a member of the 
motor truck committee of the N. A. C. C. 


Harry P. Meredith, formerly manager of man- 
ufacturing of the Curtiss Aeroplane & Motor 


representin 


Corp., has become connected with the Maxwell- 
Chalmers Motor Co., Inc., as general works 
engineer. 








ing,” a photograph was published show- 
ing the window of the Carl H. Page Co. 
of New York. This company was for- 
merly the distributor of the Mitchell 
car. The present New York distributor 
is the New York Mitchell Motor Co., 
Ine. 


— 


BOSTON COMPANY FOR TRAFFIC 


Boston, Dec. 31—The Traffic Sales 
Corp. has just been organized here to 
handle the Traffic truck. It has secured 
sales and service headquarters at 961 
Commonwealth ave., up near Braves 
Field. John L. Brooks, John Wood and 
Richard McGann comprise the executive 
officers of the new company. 


_ 


ONE-FOR-ONE CAMPAIGN SUCCESS 


Philadelphia, Dec. 30—Six hundred 
members and guests of the Philadelphia 
Automobile Accessories Business Asso- 
ciation attended the  organization’s 
smoker and vaudeville at the Eagles’ 
Temple. No less than 40 applications for 
membership were received as the result 
of the One-for-One membership campaign 
recently inaugurated. The entertainment 
followed the business session of the 
December meeting at which President W. 
H. Metcalf announced the appointment 
of various committees. 


CONCRETE SPEEDWAY PLANNED 

Sacramento, Calif., Dec. 31—Postpone- 
ment of the Thanksgiving automobile 
races at Santa Rosa, made necessary by 
the fact that the dirt track had been soft- 
ened by heavy rains, has determined 
backers of the automobile racing move- 
ment in that city to erect a concrete 
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speedway in the spring. The plans, 
already drawn, call for a mile track, 
banked to 40 deg. at the turns, and 90 ft. 
in width. It is believed 100 miles an 
hour could be done on such a track. 
With its completion, races are planned 
for Feb. 22, July 4 and Thanksgiving Day 
of each year. 


Illinois County Forms Its 
Own Automotive Trade Body 


Cambridge, Ills., Dec. 31—The Tri- 
County Automotive Trade Association, 
which comprised Henry, Stark and 
Bureau - counties, has been reorganized 
and will be known hereafter as the 
Henry County Automotive Trade Associa- 
tion. This action was due to the fact 
that the dealers of Henry county are 
greatly interested in the organization 
and little interest has hitherto been 
manifested by the other counties as the 
territory covered was too large. It is 
expected that a 100 per cent membership 
will be built up. 

Forty-two dealers representing every 
branch of the automobile business at- 
tended the reorganization meeting. The 
association includes accessory dealers, 
tire men, battery service men, garage- 
men and repair men as well as car 
dealers, 

The meeting was addressed by F. C. 
Zillman of Peoria, manager of the IIli- 
nois Automotive Trade Association, who 
discussed the relation of local associa- 
tions to the state association and touched 
upon the activities of his organization 
in behalf of the dealer interests; Charles 
Alford, director of the Iowa Motor 
Trades Bureau, who spoke on general 
automobile conditions, and Ralph Beedee 
of Davenport, Iowa, who discussed the 
used car problem. The next meeting 
of the association will be held at 
Geneseo, III. 


IOWA HAS 52 COUNTY BUREAUS 


Tipton, Iowa, Dec. 30—Cedar county 
automobile dealers and tradesmen have 
organized and afliliated with the Iowa 
Motor Trades’ Bureau. The new bureau 
gives the state fifty-two county bureaus 
out of ninety-nine counties. Fifteen hun- 
dred members are being sought by the 
state organization. 


FRANK M. BUSBY DIES 


Chicago, Dec. 31—Frank M. Busby, 
pioneer automobile executive, died last 
week at St. Bernard’s hospital this city 
after a short illness. Mr. Busby for years 
was associated with Louis Geyler when 
the latter represented the Hudson car. 
Previous to that he was connected with 
the Studebaker Corp. More recently he 
conducted an automobile accessory busi- 
ness here. 


SHOW FOR PONTIAC 

Pontiac, Mich., Dec. 30—The Pontiac 
Automobile Dealers Association will 
stage an automobile show the latter part 
of January, tractors and trucks also be- 
ing on display. Every dealer in Pontiac 
has agreed to particpate, and the three 
floors of the Millward building utilized 
in the display. 
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News of Service Associations 











Springfield Association to 
Send Delegation to New York 


Springfield, Mass., Dec. 31—One of the 
most active associations in the East, 
although one of the youngest, is the 
Automotive Service Association of West- 
ern Massachusetts which was organized 
in May of this year under the name of 
the Automotive Service Promotion As- 
sociation of Western Massachusetts. It 
was deemed advisable later on account 
of the length of the name and in order 
to conform with the practice adopted 
in other sections of the country to limit 
the descriptive title of the association by 
dropping the word “promotion.” 

The association at the present time 
has 22 members but this is not the limit 
of the possibilities of its membership 
as the steady healthy growth of its num- 
bers indicates. 

A part of its activities consists of 
regular monthly meetings held on the 
second Tuesday of the month. Aside 
from these there are social gatherings, 
such as the get-together outing in July. 
It is planned to have representatives 
attend the second annual convention of 
automotive service associations which 
will be held in New York on Jan. 10. 

The officers of the association are as 
follows: President, Fred W. Darnstadt, 
Overland; vice-president, Nicholas Miller, 
Locomobile; treasurer, Howard P. Gates, 
Reo; secretary, Henry W. Lemay, Pierce- 
Arrow, 11 Park Street, Springfield. The 
following are the directors: Kenneth 
Shepherd, Chevrolet; Louis Reed, Chan- 
dler; Harry Trench, Stutz. 


Two Weeks to Be Given Over 
to Electric Vehicle Display 


New York, Dec. 31—During the two 
weeks beginning Jan. 29 the New York 
Edison Co. will stage an electric vehicle 
and accessory show at its show rooms 
in this city. This will be the first time 
that an exhibition of this nature has 
been presented, inasmuch as the exposi- 
tion will be made up of electric vehicles 
and their accessories to the exclusion 
of other material. 


During the week of Jan. 29 street 
trucks and passenger cars will be dis- 
played while the next week will be de- 
voted to the developments of industrial 
truck manufacturers. Batteries of all 
types and such accessories as are most 
generally accepted by electric truck 
owners will be open to inspection for 
the entire two weeks’ period. 

Charles R. Skinner, Jr., manager of the 
Automobile Bureau of the New York Edi- 
son Co., is in charge of arrangements 
and he has gathered together the prod- 


uct of as many truck.manufacturers as 
could take advantage of the opportunity 
to exhibit. The invitation sent out by 
the company were replied to by nearly 
all the organizations building electric 
trucks, who signified their eagerness to 
join in the effort to make the exhibition 
an unqualified success. Dealers in ac- 
cessories also expressed their readiness 
to co-operate and support the movement. 


P. E. Chasahsslile Severs His 
Connection With Denver Firm 


Denver, Colo., Dec. 28—Denver is to 
lose from its ranks of automotive men 
one of the best known executives in 
the country, according to a definite an- 
nouncement made here today. P. E. 
Chamberlain, for several years general 
manager of the R. R. Hall Cadillac Co., 
has severed his connection with that 
organization, which he has made na- 
tionally prominent through advanced 
methods of handling service. 

Mr. Chamberlain is in Denver for the 
holidays, following successful meetings 
in Birmingham, Tampa, Jacksonville 
and Atlanta, where he talked on “Sell- 
ing Service Intelligently and its Rela- 
tion to Sales.” These meetings com- 
pleted a tour which was conducted under 
the auspices of the National Automo- 
bile Dealers’ Association, during which 
he addressed over 15,000 automotive men 
in most of the leading centers of the 
eastern and southern states. 

It has been known in Denver in auto- 
motive circles for some time that Mr. 
Chamberlain would not return to Den- 
ver permanently. He will leave for the 
East Jan. 4, addressing a meeting of 
automotive men in Omaha the follow- 
ing day. He is considering several per- 
manent locations but will not make a 
decision until after the national show 
in Chicago. 


GARAGEMEN TO PRINT MAGAZINE 


Philadelphia, Dec. 31—The Philadel- 
phia Garage Association, Inc., which has 
been holding its meeting during the year 
in the rooms of the Philadelphia Auto- 
mobile Trade Association, has moved its 
headquarters to a hall at Thirteenth 
street and Girard avenue. It will issue 
the initial number of its monthly maga- 
zines early in January with Richard F. 
Lusse as editor. A legislative committee 
will be appointed to look after the asso- 
ciation’s interests at Harrisburg. 


MOTOR AGE DETROIT ADDRESS 


Detroit, Dec. 31—With the new system 
of renumbering in this city the address 
of The Class Journal Co. becomes 317 
Fort street, W., instead of 95, same street, 
The location has not been changed. 


Minneapolis Plans to Discuss 
Flat Rate System of Service 


Minneapolis, Dec. 31—The next meet- 
ing of the Automotive Service Associa- 
tion of the Northwest will be held on 
Friday, Jan. 7, in the clubrooms of the 
Manufacturers’ Club, Builders Exchange 
Building, at 8 o’clock. 

The meeting will be addressed by two 
prominent speakers on the proper meth- 
ods of servicing an automotive vehicle, 
so as to render utmost satisfaction to 
both employers and patrons. A moving 
picture of the Willard Storage Battery 
plant will be shown, this to include the 
many operations that are necessary to 
go through in order to put this battery 
on the marktt. The flat rate system of 
servicing automobiles will be thoroughly 
discussed. Many important matters per- 
taining to the servicing of automobiles 
will be taken up at this meeting. 

The chief aim of the association is to 
lessen sales resistance, a question that 
is vital to the automobile dealer at the 
present time. It is the contention of the 
association that this can be done by con- 
ducting the service end of the business in 
an efficient manner, thus gaining the con- 
fidence of both employer and patron. 
United effort on the part of service man- 
agers is looked to to bring this about. 

It is expected that the members of the 
association will bring their shop fore- 
men, car inspectors and every person in 
their organization interested in automo- 
tive service to the meeting. 


IOWA TO CONTROL GAS STATIONS 
Davenport, Iowa, Dec. 31—Bills deal- 
ing specifically with the control of gaso- 
line filling stations will be introduced in 
the next session of the legislature, ac- 
cording to J. A. Tracy, state fire mar- 
shal. Steel retainers instead of glass 
will be recommended and the bills will 
incorporate the regulations which are 
now in force under a construed meaning 
of the law relating to fire hazards. Lax- 
ity of drivers in keeping engines run- 
ning while being filled and carelessness 
of the men in charge of stations, it is 
said, make these measures necessary. 


NEW CLEVELAND SECRETARY 

Cleveland, Dec. 31—A. O. Williams is 
now secretary of the Automotive Asso- 
ciation of Cleveland. Dale Brown has 
been acting secretary for the past year 
or so and Williams will now take up the 
active work. 


NEW AUBURN PRICTS 
Auburn, Ind., Jan. 3—The Auburn Au- 
tomobile Co. announces that the new 
prices for the Auburn Beauty-Six for 
1921 average $200 under the 1920 list. 
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Permanent Top Used on Carroll Six 


Rochester Engine Employed—Distinctive Feature 
Is the Placing of Radiator to the Rear of Front Axle 


The five-passenger model Carroll six. 
how the radiator and engine have been set to the rear of the front axle. 


market but a short time and hay- 

ing a distinctive appearance set- 
ting it apart from all other makes is the 
Carroll Six, manufactured by the Carroll 
Automobile Co., Loraine, Ohio, which is 
different because of the fact that the en- 
gine and radiator are set back of the 
front axle, a distance of 7% in. The 
tendency of many manufacturers of late 
years has been to conserve on body space 
by placing the radiator before the axle 
a few inches, thus making it possible to 
allow an inch or two more space under 
the cowl. In race car practice we often 
_find that the engine and radiator are 
placed considerably to the rear of the 
front axle which tends to make the bal- 
ance of the car better on the turns and 
at high speed. 


A MOTOR car, which has been on the 


Engine Rochester Six 


Where the wheelbase of the car is 
sufficiently long to provide for an engine 
set back of the axle, without cramping 
the, body dimensions it is possible to pro- 
duce a passenger car that will have con- 
siderable ability as a road car, providing, 
of course, that everything else in the 
design is worked out to a practical con- 
clusion. This has been one of the aims 
in the design of the Carroll Six, which is 
produced in two models, a two passen- 
ger roadster and five passenger touring 
car, both body types being mounted on 
the one chassis having a wheelbase of 
128 in. 

For the power plant of this car the 
Rochester six-cylinder engine, having a 
bore and stroke of 3% by 5 in., is used. 


The top is of the permanent type. 





Note 


This engine was formerly known as the 
Trego engine, a design of Frank H. 
Trego, but which was later purchased 
by the Rochester Motors Co., from 
whence the engine takes its new name. 
The six cylinders of the engine are cast 
in a block, having a removable head with 
a two piece cast aluminum crankcase. 
The cylinder block is of cast iron and is 
held to the crankcase by a series of 
through bolts which pass down through 
the crankcase, through the heavy alumi- 
num webbing in the case and thence 
through the main bearings for the crank- 
shaft. This construction regards the 
crankcase merely as a spacer between 
the cylinder block and the crankshaft 
and as such serves to hold the crankshaft 
in rigid alignment with the cylinders, 
tending to obviate any crankcase distor- 
tion and tending to reduce bearing wear 
by the rigidity of the connection between 
the cylinders and the crankshaft. 


The crankshaft is of the three bearing 
type, is drop forged, having inwardly 
curved cheeks which gives it an inherent 
balance and is drilled through its center 
for pressure feed of the lubricating oil. 

The main bearings measure 2% in. in 
diameter and their length from front to 
rear is respectively 2% in. and 3% in. 
The crankpin bearings are also 2% in. 
in diameter and are 1% in. in length. At 
the rear end of the crankshaft there are 
double oil slingers which extend into 
grooves machined in the upper and lower 
hands of the crankcase. The purpose 
of these is, of course, to return what oil 
leaks by the bearings and that which 
tends to leak out to the open, back to 
the crankcase. The flywheel flange is 
integral with the shaft which is of 5 in. 
outside diameter, having six holes on a 
circle of 4144 in. in diameter drilled for 
% in. bolts. At the other end of the 
crankshaft is the cam gear pinion which 
is secured in place by a Woodruff key 
and is further held in position by a nut 
which also carries the starting crank 
ratchet. The teeth on the gears of the 
pinion for the drive of the camshaft are 
helical in shape and are cut on approxi- 
mately a 30 deg. spiral. 


Camshaft Large 


The thrust due tothe helical gears is 
taken up on hardened steel buttons in 
the end of the camshaft and in the cam- 
gear housing cover respectively, the but- 
ton in the end of the camshaft being 
backed up by a coil spring. The camshaft 
is of a very substantial size, being 1% 
in. in diameter and being supported in 
the upper half of the crankcase in three 
bearings. The dimensions of which are 
front to rear as follows: 2% by 2% in., 
2 11/32 by 2 7/16 and 15% by 2 in. The 
diameters, it will be seen, are of a step 
size, tapering toward the rear, and the 
camshaft may therefore be removed by 
simply drawing it out through the front 
of the engine. The bushings used in the 
camshaft for bearings are die cast. The 

cams have a base circle of 1% in. in 








Specifications of the Carroll Six 


ENGINE—Rochester, six cylinders, 32 in. bore, 5 in. stroke. 


~ WHEELBASE—128 in. 


IGNITION EQUIPMENT—Bijur starting and lighting. 


IGNITION SYSTEM—K. W. magneto. 


CARBURETION—Stromberg 1% in. with hot-spot manifold. 
BODY STYLES—Two, a two-passenger roadster and a five-passenger tour- 


ing model. 
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Sectional Views Should be Studied by the Service 
Man 


They are printed here because of their value to the service department in show- 
ing how to make adjustments and to keep mechanics familiar with the latest 


engineering practice and design. 


A careful examination of the diagram reveals 


much. One instance being the method of removing the tappet platform 











End view of the Roch- al 


r et 
ester engine employed 
in the Carroll Six. 5 
Several features of this 
engine are that the if sil 
cylinder block hold- rs 
down bolts extend 
through the crankcase 
and support the crank- 
shaft main _ bearings, 
thus tying the block rig- 
idly to the crankshaft. 
The spark plug is placed 
over the piston despite 
the L-head construction, 
which is a practice be- 
ing followed in the 
very latest designs. V 
The priming cock, too, y 
is placed in a position 7 
where a wire may be CEN 
placed down through NOS 
it for timing purposes. 
The water pump which * 
is shown above is kept : 
tight by a spring . 
arrangement which 
presses the gland 
against the packing, a 
practice used exten- 
sively in airplane en- 

gine construction 





diameter and are 1 in. wide. They are 
offset sideways with relation to the axis 
of the push rods tappets revolve slowly 
in their guides as they operate, thus 
causing them to wear evenly. The gear 
case cover for the timing gears is of iron 
and is bolted to the aluminum gear case 
which is integral with the crankcase up- 
per half. This cover forms the forward 
support of the engine as well as for the 
starting crank. A cylinder sleeve is a 
part of this cover, which extends over 
the forward end of the crankshaft, and 
is designed to form a turnover support on 
the forward cross member. The rear sup- 
ports are cast on the flywheel housing 
which gives the standard three point sus- 
pension. 

The combustion chamber surface of 
the cylinder head casting is thoroughly 
cleaned so as to provide as smooth a 
surface to the burning gases as possible. 
The spark plug box is located near the 
center of the combustion chamber and 
takes an S. A. E. standard % in. spark 
plug with normal length of thread. 

The pistons are of cast gray iron and 
by careful design their weight has been 
brought down to a very low limit which 
is for the bare piston 1-9/10 lb. Three 
compression rings are fitted to the upper 
end of the pistons and at the bottom of 
































the third ring there is a triangular sec- 
tion oil groove with oil return holes to 
the interior of the piston. The skirt of 
the piston is turned with two rather deep 
oil grooves designed to remove super- 
fluous oil from the bore. The piston pins 
which are made from steel tubing and 
carbonized and hardened on the outside 
have a diameter of % in. on the inside, 
1 3/32 in. in diameter on the outside and 
having a bearing length of 2 in. The 
piston pin is fastened by a clamp screw 
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in the upper end of the connecting rod 
and bears directly in the cast iron of the 
piston. The clamp screw is locked by 
being wired to the connecting rod which 
latter has a hole drilled through its web 
for the purpose. The connecting rod is 
the usual I-section. 

The clutch and transmission and the 
other members of the unit power plant 
are of standard design. The transmission 
is made by Grant-Lees, having three 
speeds forward with reverse. The clutch 
is a Borg & Beck. Thermoid Hardy flex- 
ible disk joints are used to convey the 
power from the transmission to the rear 
axle, which is of Salisbury make, having 
a gear ratio of 4.5 to 1. The front axle 
is also of Salisbury make. The starting 
and lighting system is Bijur and ignition 
is by a K & W magneto. A large fuel 
tank is fitted to the rear of the car and 
the fuel is drawn from there to the 
engine by the Stewart vacuum tank, 


Hot Spot Used 

A 1% in. Stromberg carbureter is used 
and this in connection with the hot-spot 
manifold gives a very good performance 
with low gravity fuel. The inlet manifold 
is cast in the cylinder block extending 
the entire length of the valve pocket, and 
the debouches at the opposite side of the 
block between the third and fourth cylin- 
ders. In this way hot-spots are formed 
wherever the inlet passage comes close 
to the exhaust passages. 

The springs of this car are very long, 
the front being 42 in. by 2% in. wide and 
the rear 56% in. long by 2% in. wide. 
The Hotchkiss type of drive is employed 
which means that the reactions of the 
torque and brake and also the driving 
strains are taken through the springs. 
The main leaf of the rear spring is made 
rather heavy for this purpose. 

The body is of an aluminum construc- 
tion and is upholstered in genuine 
leather. 

The windshield is a bronze casting 
made to fit the contour of the hood in a 
very neat manner. But one moving glass 
is used, this being in the top. The lower 
glass of the shield is but a mere strip 
which fills in the contour line of the 
hood. A dash control ventilator is fitted 
before the windshield in the cowl section. 
Either disk or wire wheels are optional 
with the purchaser. 

It will be noted from the illustration 
that the car is fitted with a permanent 
type of top. This is standard on all jobs. 


Sleigh Attachment for Front Wheels 


N extremely simple and inexpensive 

runner attachment for the front 
wheels of an automobile, enabling a car 
to be used effectively even in deep snow. 
has recently been invented and patented 
by Melvin G. Morse. The construction 
is such that an automobile equipped 
with this attachment will run and steer 
with great accuracy, owing to the pro- 
vision of ribs on the under side of the 
runners. 


This attachment does not require the 
removal of the front tires. Further de- 
tails regarding this device are obtainable 
from J. Ehrenberg, 154 W. Randolph St., 
Chicago. 
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BETTER BUSINESS 


Conducted by RayW. Sherman 


Hold an Accessories Exhibit 


ELLING winter accessories is largely 

a matter of pushing them. A very 
large percentage of those motorists who 
drive their cars during the winter months 
are live prospects for such accessories 
and all that is needed in order to sell 
them is to present the matter to them in 
some attractive form. For the purpose 
of doing this it might be well for the 
dealer to stage a “Winter Accessories 
Exhibition” in the salesroom and to ad- 
vertise this exhibition by means of cards 
placed in the show windows, by cards in 
the service department, and by means of 
painted signs attached to the garage’s 
service cars. These signs might read 
like this: 

“Summer-time Comfort in YOUR car 
This Winter. Visit the free exhibition of 
Winter Accessories in the Show Room of 
the Smith Garage, 241 Main street, 
NOW.” 

Such an exhibition and such advertis- 
ing would be inexpensive and by show- 
ing motorists a lot of winter accessories 
at once, the chances of selling at least 
some accessories to them would be much 
greater than where all the winter acces- 
sories are kept covered on the shelves 
and are only shown when the customers 
specifically ask to see certain ones. 


Keep Check Books on 
Every Bank 


A battery house going by past expe- 
rience laid in a stock of blank check 
books, one on every bank in the city 
where it is located. As a better business 
wrinkle the scheme has worked well. 
The customer on taking his battery says 
that he hasn’t a check with him which 
indicates that he does not pay in cash 
anyway. “Where do you bank?” asks the 
clerk and when the customer names his 
bank why the clerk simply reaches up 
and pulls down the book. In many cases 
the transaction becomes a cash affair. 


Letting the Customer See 


for Himself 


The Pope Battery Co., Hartford, Conn., 
believes in letting the customers see 
things for himself.. When a customer 
comes in to have his battery tested two 
different instruments are used to record 
the condition of the battery. This method 


permits of detecting which particular 
cell is ailing. 

When the customer is apprised of the 
fact that one or more cells are dead 
naturally he likes to be shown and the 
battery people are there to show him. 
The battery is placed in a rack, the cells 
steamed for five minutes or so and then 
removed. Then the owner can see for 
himself just what the condition of the 
battery really is. He doesn’t have to ac- 
cept the firm’s word but can see for him- 
self. This method has worked out very 
satisfactorily as a business builder. 


Road Maps Help in the 


Salesroom 


Nearly all motorists and prospective 
motorists like to look at road maps. This 
being the case it would be good busi- 
ness to install in the salesroom a wall 
collection of maps, such as are found in 
real estate offices and in the office of 
county surveyors, in which would be 
shown all the available large size road 
maps possible to secure. The dealer 
might advertise that this collection was 
free for the use of anyone who wished 
to call and, certainly, visitors to the 
salesroom would find interest in the 
maps and would feel an increased desire 
to make some of the trips shown. And, 








A Bigger Market for 
Your Ideas 


NE idea in your own mind is one 

idea. That same idea given to 
35,000 other men through the Better 
Business Department of Motor Age 
becomes 35,000 ideas. 

Ideas help us all. They are the be- 
ginning of money-making plans. The 
smallest good thought may lead to a 
big result. Just as you are getting the 
good ideas of others through this 
department, give them a chance to get 
square with you by using one of 
yours. For the trouble of writing the 
idea Motor Age will send you ONE 
DOLLAR, and you have the satisfac- 
tion of having done the industry a 
service. 








of course, anything that tends to make 
people take a greater intere8t and pleas- 
ure in motoring is a good thing for the 
seller of automobiles. In addition to this 
the presence of the maps in the sales- 
room would create a good deal of con- 
versation among local motorists and 
would serve to mark the dealer as being 
a particularly “live wire” proposition. 


Advertising Satisfied 


Owners 


The Northern Indiana Motor Car Co., 
Ft. Wayne, Ind., is doing some rather 
unusual and notable advertising at the 
present time for Studebaker cars of 
which the concern is the local distrib- 
utor. 

This advertising has all the things 
which are said by experts to go into the 
making of a good advertisement and it 
is altogether likely that dealers in other 
cities may secure from these ads some 
points which they can use in their own 
businesses, 

The advertisements are, strictly speak- 
ing, testimonials for Studebaker cars by 
local people who have purchased them. 
Each one presents the picture of a local 
Studebaker owner and quotes him as to 
what he thinks about the car. The ad- 
vertisements are uniform in size, being 
four columns wide by 10 in. deep and 
are uniform in appearance. They have 
attracted much local attention. 

Under each photograph of the owner 
appears his name and his business occu- 
pation. Each advertisement is also illu- 
trated with a picture of the particular 
style of car driven by the owner and 
praised by him. 

Isn’t there a hint in this for other 
motor car dealers? 


Talk Business All the 
Time 

A salesman not long ago was struck 
by an automobile and had to go to the 
hospital. Being of a genial disposition 
he made friends with everybody and be- 
fore he left the institution sold the at- 
tending physician a car and obtained sev- 
eral prospects. Another salesman with 
an eye for business asked to see certain 
records at city hall. He was assisted by 
a clerk who desired to know for what the 
information was intended. The sales- 
man told the fellow and talked car with 
him and got the clerk interested. He 
sold him a new car. 
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A Suggestion Repeated Has Great Sales Influence 


HE power of suggestion is a tremen- 

fous factor in merchandising. So if 
the dealer will only suggest with enough 
frequency to motorists that now is the 
time to do certain things and that his 
garage is the place to do them, he will 
profit accordingly. For instance, the 
dealer could emphasize now in -his ad- 
vertising and sales talks some things 
that motorists could do with espécially 
good effect during the winter. He might 
frame placards for his place of business 
reading like this: 

“NOW IS THE TIME FOR MOTOR- 
ISTS TO DO THESE THINGS: 

“Have your car overhauled. It is 
always best to have a car overhauled 


_when the work will not be rushed by 


reason of other jobs pressing for atten- 
tion. Consequently the winter time is 
the best time to have your car over- 
hauled. 

“Purchase accessories. Our = sales- 
people have more time now to give you 
in helping you get the right sort of 
accessories and prices on some acces- 
sories are especially low right now. 
Winter time is a splendid time to buy 
accessories.” 


Every Employee Becomes 


a Salesman 


The Crawford Auto Shop, of Birming- 
ham, Ala., says it owes its success to 
the fact that every employee of the com- 
pany, from mechanic to bookkeepers and 
stenographers, helped the sales depart- 
ment on a co-operative basis whereby 
every employee really became a sales- 
man for the company. At least every 
employee helped to uncover prospects, 
and these were turned over to the reg- 
ular salesmen to work upon. 


Sales Dull — Finds 


Plumbers Prospects 


In the winter when things naturally 
slow up a bit some salesmen prefer to 
hang around the salesrooms and wait 
for a chance prospect rather than brave 
the elements. A sales manager got tired 
of this sort of thing and set to work 
making up a list of prospects from va- 
rious classifications. One salesman who 
finally found himself worked on a list of 
plumbers and woke up to the fact that 
these busy folks would actually listen to 
him and needless to say he did some 
business. 


Divorcing the Sales and 
Service Departments 


Divorcing of service from sales has 
been very nicely worked out by the 
Hartford Buick Co., Hartford, Conn. It 
was the opinion of Manager David B. 
Roberts that sales would take up all the 
time of the concern so why conduct a 
service station. Accordingly Roberts dis- 
associated the service or repair depart- 
ment and passed it over to one of his 
best men to conduct and the plan has 
worked very well. The change does not 


imply that buyers no longer get service. 
Buyers of new cars who desire certain 
adjustments may have them attended to 
in the new car service department but 
if they require an overhaul or extensive 
service the detached department takes 
care of that. The scheme means that 
the agency is relieved from all service 
worries. 


Service— Signs Draw 
Attention to It 


When a customer enters the building 
of the Fuller Storage Battery Co., Hart- 
ford, Conn., his eyes meet a number of 
neatly lettered signs in black and red. 

“We Built Our Business on 
Service 
Have You Had Your Share? 
If Not Tell Us.” 
Another reads 
“We’re Here To Please You. 
Can You Suggest Anything? 
We'll Appreciate It.” 
And still another reads 
“If You Are In a Hurry 
os Tell 
Our Service Manager.” 
And still another 
Do You Know 
This Company Keeps Service Cars 
For Your Convenience? 
Ask About Our Road Service.” 

The company makes liberal use of road 
signs and newspaper space to gain pub- 
licity. 


Display Photographs of 
Used Cars 


Every day a great many people walk 
past the show room of almost any auto- 
mobile dealer. A large percentage of 
these pedestrians are contemplating the 
purchase of a car. Some of them are 
probably thinking of starting their 
motoring careers with used cars. Con- 
sequently the fine new cars shown in 
the salesroom have comparatively little 
appeal to them beyond making them 
envious. So why wouldn’t it be a good 
idea for the dealer to arrange an appeal 
to those pedestrians who are thinking of 
purchasing used cars? 

This could be done very easily, with- 
out in the least detracting from the ap- 
peal of the new cars, by placing in each 
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show window a framed placard upon 
which would be pasted some photographs 
of used cars offered for sale by the 
dealer. These photographs could be 
taken by the dealer himself or by a com- 
mercial photographer. They could be 
changed from week to week. To each 
photo could be attaclied a typed descrip- 
tion and sales talk in which the price 
would be mentioned. Such a placard 
would be sure to attract a lot of atten- 
tion, as people are always interested. in 
photographs, and it would be hitting 
home every day with a large number of 
live used car prospects. 


Through With Free 


Service 


A tire dealer who is famed for service 
recently charged an individual he had 
rendered free service on the road fifty 
cents for putting a new tire on a rim. 
He made the charge in order that the 
owner of the tire would say something 
and he was not disappointed by any 
means. Now, in the opinion of the tire 
man the fellow had his nerve with him 
having purchased a tire of another dealer 
who would not put it on the rim because 
he did not give service. “In the past 
year,” said the tire man “we have given 
you at least ten dollars worth of free 
service and when you want a tire you go 
somewhere else because you get a little 
discount. Fifty cents please.” He got 
it and is selling service now. 


No Matter What Hap- 
pens Keep Cheerful 


“For the sake of better business,” says 
a dealer, “never let your moods get the 
best of you. If you feel miserable do not 
let the prospect know it because if you 
do it is likely to have a depressing ef- 
fect upon him and spoil the sale. Not so 
very long ago a prospect came into the 
salesroom, looked over thé car, sat in it 
and asked me questions. As I felt rather 
under the weather I offered no sales 
talk whatever, merely answering his 
questions. Finally he climbed out of the 
car, thanked me and went across the 
way. Now the fellow on the other side 
of the street made the sale which would 
have been mine. If I had not been too 
interested in my own welfare I would 
have had another commission. And the 

lesson went home.” 


Employees Sharing in Success Pays, Says Dealer 


ANTA CLAUS visited Strong Motors, 

Inc., and Buelte Motors, Inc., this year 
and left with salesmen, mechanics and 
office workers a long, white envelope 
containing United States currency of 
high denomination. The sum disbursed 
aggregated $2,000, which was in addi- 
tion to the large bonuses paid last 
summer, 

“By our employees sharing in our suc- 
cess,” Charles F. Buelte, president of 
the two firms, says, “I believe that we 
have the most loyal and faithful body 
of men and women in the employ of 
any motor company in the city. When 


other motor car dealers and the people 
in their employ were in thé belief that 
the automobile business was dead and 
that all the cars that were to be sold 
before the motor car show in February 
had been sold every member of our two 
organizations got together and decided 
that the situation was nothing of the 
kind. We knew there was business if 
we had enough go-get-it spirit. We re- 
mained optimistic, put forth greater ef- 
forts, and sold automobiles. And I be- 
lieve that every one of our sixty em- 
ployees, whether in the shop or on the 
sales force, should share in the profits.” 
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uestions and /Naswers 


‘Operation and Care of the 


—Publish an illustration of the im- 

pulse starter that is used in connec- 
tion with a Dixie magneto on a 2-ton In- 
ternational truck. The engine is hard to 
start. Sometimes the truck will run 5 
miles before the starter will release. 

The impulse starter coupling is com- 
posed of two units—a stationary and 
a rotating. The rotating unit is com- 
posed mainly of two members—the mag- 
neto member and the cam member. The 
former is keyed to the rotor shaft of the 
magneto. The other telescopes into the 
first and is retained by the shaft nut and 
washer. Each member has a lug secure- 
ly riveted into it and projecting into the 
annular space between the two members. 
Compressed between the two lugs are 
two springs—one long actuating spring 
and one short cushion spring. The mag- 
neto member has two notches cut in its 
periphery, making two sparks per revo- 
lution. The pawl engages the notches of 
this member. The starter coupling unit 
is securely fastened to the magneto rotor 
shaft by means of a taper fit, a Wood- 
ruff key and a hexagon nut and is con- 
nected with the motor shaft which drives 


Starter paw! tripped 
/ 





Fig. |1—Starter coupling with driv- 
ing members in position used on the 
International 2-ton truck 


the magneto by means of a flexible 
coupling, Fig. 1. 

When motor is to be started, throw the 
pawl into operating position. The pawl 
is simply pressed toward the center of 
the magneto. (Shown in Fig. 1.) When 
the motor is turned forward, the rotat- 
ing unit rotates. The pawl engages the 
magneto member in one of the notches 
and arrests the movement of that mem- 
ber this also stopping the movement of 
the magneto rotor. The cam member 
of the movement of the rotating unit, 
being driven by the shaft and flexible 
joint, continues to revolve. The long 
actuating spring between the two mem- 
bers is compressed. The driven mem- 
ber continues to rotate until the cam 
which is integral with it reaches the 
pawl. This cam forces the pawl out of 
the notch. The compressed spring ex- 
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The Readers’ Clearing House 


HIS department is conducted to 

assist Dealers, Service Stations, 
Garagemen and their Mechanics in 
the solution of their repair and ser- 
vice problems. 


In addressing this department read- 
ers are requested to give the firm 
name and address. Also state whether 
a permanent file of MOTOR AGE 
is kept, for many times inquiries of 
an identical nature have been asked 
by someone else and these are an- 
swered by reference to previous 
issues). MOTOR AGE reserves the 
right to answer the query by personal 
letter or through these columns. 
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pands and throws the magneto member 
and the magneto rotor forward at a 
several - hundred - revolution - per-min- 
ute rate until the two members reach 
their former relative positions. 

The short cushion spring absorbs the 
shock and brings the rapidly moving 
magneto member to a stop gently. Dur- 
ing this rapid forward movement of the 
magneto rotor, the breaker points of the 
magneto separate and a hot intense 
spark ts produced in that: cylinder whose 
piston is then in the firing position. This 
spark has the same intensity as that 
produced when the magneto is running 





Fig. 


3—Sumpter 
used on the Garford 2!4-ton truck 


starter coupling 


Impulse Starter 


at full engine speed and consequently 
starts the motor even under conditions 
not the most favorable to good combus- 
tion. The shape of the pawl and of the 
notch is such that when the engine starts 
and comes up to a speed of about 200 
to 250 r.p.m., the pawl is thrown out- 
ward with such force that it is caught 
and held in the inoperative position. 
The driven member than drives the mag- 
neto member positively and at the same 
speed as the motor. The coupling then 
has no effect whatever on the spark but 
acts as a common magneto drive coup- 
ling. . 

It is unnecessary to give the coupling 
further attention until it is again desired 
to start the engine. Then simply press 
the pawl into engagement again. The 
parts which constitute the rotating ele- 
ment carry two compressed springs; the 
long actuating spring (SC10) and the 
short cushion spring (SCll), Fig. 2. 
The cushion spring snaps securely in 
place and does not need to be removed 
when the coupling is dissembled. This 
spring has a certain position relative to 





Fig. 2—Internal view of starter 
coupling 


the stop lug, being located in a clock- 
wise direction from stop lug as shown in 
illustration, Fig. 2. When couplings 
are assembled, the stop lug on cam mem- 
ber is positioned between the springs. 
To put the actuating spring in place, 
a pin or nail should be inserted in the 
laternal hole. Ends of the spring are 
pressed into spring chamber first and, by 
pressing on the middle portion, it can be 
readily assembled. This will leave a 
suitable opening between the small 
cushion spring and the pin “B.” As- 
semble cam member with its stop plug 
in this space, after which the pin or nail 
is removed. By turning the two mem- 
bers on each other, a simple test can be 
made which will determine as to the cor- 
rect action of the spring. Failure of 
the pawl to dissengage is undoubtedly 
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due to dirt and probably a gummy condi- 
tion of the oil. 

The coupling is packed with grease be- 
fort it leaves the factory. In order to re- 
place this grease which is the preferred 
method of oiling, the coupling must ‘be 
dissasembled. However, a liberal supply 
of machine oil should be applied to the 
coupling every week. Oil the pawl pin 
and ste that the pawl works freely on 
the pin. Oil the plunger, its spring and 
pin and keep these parts free from dirt 








Fig. 4—Diagram showing method of 
throwing coupling into operation 


and grease. Keep the coupling clean. 
Should the engine stand exposed to the 
weather, cover the coupling with grease 
or oil to protect it from rust. 

Never attempt to force the pawl into 
engagement at high speeds. If, after 
the engine is started, the pawl does not 
automatically throw out of engagement 
at about 200 to 250 r.p.m. be sure that it 
is working freely on its pin and that the 
plunger and spring are free to act. Care 
must be taken, especially in cold weather, 
that the starter does not become sticky 
and gummy, thus retarding its proper 
action. 


THE FORD MAGNETO 

Q—What kind of current comes from 
the Ford magneto, direct or alternating, 
and explain reason why it is so. 

2—What is it that knocks in an engine 
when it is timed wrong? It is termed a 
earbon knock. When there is no carbon 
in the car where does the metallic sound 
come from?—TI. J. Calkins, Kinston, N. C. 

1—The construction of the Ford is 
radically different from other types, but 
the fundamental magneto principle upon 
which it operates is the same. Most 
magnetos use two or three permanent 
horse shoe magnets. The Ford magneto, 
has sixteen permanent magnetos arranged 
in a radial manner with their poles point- 
ing outward, and all bolted to one sur- 
face of the flywheel. There are sixteen 
coils of copper ribbon mounted directly 
in front of these magnets with a very 
small air gap between them. These coils 
are mounted on a metal spider which 
is rigidly attached to the crankcase of 
the engine. The spider and the coils re- 
main stationary and the magnets are 
moved past the coils as the flywheel of 
the engine is rotated, which results in 
an electrical pressure being induced in 
the coil winding. 
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These coils are connected in series so 
that the pressure induced in them is ad- 
ditive so far as the external circuit is 
concerned. One terminal of the circuit 
is grounded and the other terminal con- 
nected to a metal ring. A bush is 
mounted in the upper part of the fly- 
wheel case and insulated from it, which 
makes continuous contact with the above 
mentioned ring. The mounting of the 
brush is provided with a binding post 
outside of the flywheel case which forms 
one terminal of the magneto winding. 

The current generated by the Ford 
magneto is alternating current such as 
all magnetos supply. In order to under- 
stand why alternating current is pro- 
duced we shall refer to the fundamental 
principle of the magneto. Let us as- 
sume that we have a permanent magnet 
of the horse-shoe type. A magnetic field 
is produced between the north and south 
poles of the magnet. Now place coil 
of wire mounted on a suitable shaft so 
that it may be revolved in the magnetic 
field of the magnet, as shown in Fig. 5. 
When this coil of wire is revolved the 
magnetic lines of force which form the 
magnetic field will be cut by the sides 
of the coil and as a result an electrical 
pressure will be produced in each of the 
halves, of each turn of the coil. The 
value of the pressure produced at any 
instant will depend upon the rapidity 
with which the wire cuts the magnetic 
lines in a direction perpendicular to 
them and also the strength of this mag- 
netic field. 

By reference to Fig. 5 you will see 
that two sides of each of the turns are 
moving parallel to the direction of the 
magnetic field when the plane of the coil 
is vertical, and hence when the coil is in 
this position no electrical pressure will 
be produced in it. The direction of the 
electrical pressure in the coil will change 
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during the rotation of the coil as the 
movement of the two sides with respect 
to the magnetic field changes. This 
change takes place when the electrical 
pressure in the coil is zero. Electrical 
pressure of this kind is called an alter- 
nating pressure on account of its re- 
versing in direction. The Ford magneto 
produces alternating current that com- 
pletes sixteen complete cycles for each 
revolution of the engine flywheel. 
2—The ignition knock generally re- 





5—An 


Fig. 


experimental simple 


alternator 


ferred to is usually a result of too much 
spark advance. In cases where the 
timer slips and the engine fires extreme- 
ly late there is a noticeable loss of 
power but a knock seldom occurs. As- 
suming ideal conditions the spark should 
occur as the piston reaches the top of 
the compression stroke because it is at 
this point the gas is at the point of 
greatest compression, therefore, more 
force exerted when the explosion occurs. 
Because of the fact that ignition does 
not produce an immediate effect and be- 
cause it takes time for complete igni- 
tion to take place an allowance is made 
for advancing and retarding the spark. 
When the spark is advanced it means 
that ignition takes place before the pis- 
ton reaches top dead center on the com- 
pression stroke. 

If the spark is advanced too far so 
that ignition takes place too long before 
the piston reaches the top of the com- 
pression stroke, especially if running 
slow, the power would be. exerted 
against the upcoming piston and not only 
a falling off of power, but also a knock 
would occur. At the present time due 
to ineffective means of handling present 
day fuel, knocks are occurring which are 
caused by the fuel end in many instances 
knocks of this kind have been referred 
to as ignition knocks. 


REMY WIRING DIAGRAMS 


Q—Publish wiring diagram of Auburn 
1917 Remy system, also 1916 Reo 4 cyl- 
inder Remy. 


Diagrams of 1917 Auburn and 1916 Reo 
are shown in Fig. 6 and Fig. 7. The 
wiring diagram for the 1916 Reo 4 and 
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Fig. 8—Wiring diagram of the F-F magnetic rectifier 
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6 cylinder cars are the same; the equip- 
ments are also the same with the ex- 
ception that the generator on the 4 cyl- 
inder car is model 241 and the starting 
motor is model 185. 


ASSEMBLING A GENERATOR 

Q—In assembling a generator is there 
a right and wrong way to set the arma- 
ture? Should it motor at high speed or 
just move when the current is applied?— 
Cc. R. Kimble, Norwalk, Calif. 

As a rule there is only one way to 
place the armature, but in the case of 
one end of the generator serving as a 
distributer it is possible to place the 
armature wrong. In most cases it is not 
a question of placing the armature 
wrong but rather in making the wrong 
field connections. If all connections are 
properly made the generator should run 
as a motor when current is applied. If 
it just moves a little with a jerky motion 
when current is applied it is possible 
that the fields are connected so as to 
buck each other. 


RECTIFIER WIRING DIAGRAM 

Q—Publish a wiring diagram of the 
F. F. Rectifier of the combination type for 
6-12 volts.—S. C. Boaz, Henryetta, Okla. 

A wiring diagram and a diagram show- 
ing the adjustment of the electrodes are 
shown in Fig. 8 and Fig. 9. You will 
note that the secondary or charging 
winding is represented by three points, 
A, B, and C, the charging current always 
leaving from the middle of the winding 
at point C. In the combination type, the 
12 volt winding is wound over the 6 volt, 
and instead of soldered connection so 
that when using the 12 volt side of the 
winding the two halves of the 6 volt 
winding are open circuited, in which case 
they act as dead wire and have no effect 
on the charging of the battery. 


SERIES DIMMING 

How is dimming accomplished with the 
use of only one bulb in each headlight 
and no resistance connected in the cir- 
cuit?—John Venice, Bismark, N. D. 

This is evidently what is known as 
series dimming. When the switch is re- 
volved in one direction the lights receive 
6 volts each as they are then connected 
in parallel. When the switch is revolved 
in the opposite direction the lights are 
connected in series and you then have 
two lights in the same 6 volt circuit. 
Because the lights are designed for 6 
volts they will not burn with full brilli- 
ancy and consequently give a dimming 
effect. 
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HUP VALVE TIMING 

Q—On a 1919 Hupmobile, the gear 
chains broke and after putting on a new 
chain car doesn’t pull as well as it did. 
It was set by mark on timing gear that 
is, the mark I and I were put in line with 
the star on gears. Is this the correct 
way to set them?—H. H. Bentchsehies, 
Gellham, Ark. 

When timing this engine reference to 
the marks on the gears should not be 
made, because they have no bearing on 
the engine timing. The appearance of 
the chain with the front cover removed 
is shown in Fig. 11. There are two ways 
of timing this engine. The first is as 
follows: ‘Turn the engine over until the 
mark “Intake opening” on the flywheel 
lines up correctly with the line on the 
housing. Turn the camshaft gear until 
the intake cam is just beginning to lift 
the intake valve of No. 1 cylinder. Place 
the chain in proper position and allow 
just a little slack. 

The second method is as follows: 
Remove the header which will make it 
possible for you to measure the distance 
of piston travel. Set the piston of No. 
1 cylinder 5/16 in. past top dead center 
on the intake stroke which is, of course, 
when the piston is traveling downward. 
Set the camshaft so that the intake valve 
is just ready to open then place the chain 
in its proper position. The amount of 
slack that is permissible is shown in 
Fig. 10. 

In order to place the chain on- the 
gears it may be necessary to loosen the 
rear engine-bolts, place a jack under the 
bottom of the oil pan near the front and 
raise the engine slightly. If the methods 
outlined are followed the engine will be 
properly timed 


OLDSMOBILE PISTON TROUBLE 

Q—A 1919 Oldsmobile Six makes a 
rattling noise in the engine when run- 
ning above 20 miles per hour. Under this 
speed it runs quietly. The connecting 
rods, main bearings, piston pins and rings 
have been examined and are in good con- 
dition and the valve push rods are ad- 
justed properly. What is the cause? 

2—Publish method to remove timing 
gears and replace with new ones.—M. D. 
Brisson, St. Pauls, N. C. 5 

This car is evidently fitted with 
aluminum pistons which are not fitted 
very closely. The noise you describe 
may*be ascribed to the pistons slapping 
the cylinder bore. This may be sub- 
stantiated by accelerating up to 25 miles 
per hour, very rapidly, and then sud- 
denly releasing the pressure on the 
accelerator. If the noise is being pro- 
duced by the pistons slapping the cylin- 
der bore, then the noise will be very 
materially increased by this sudden ces- 
sation of power. 

2—The easiest way to remove the tim- 
ing gears is to first remove the radiator 
which will give free access to the front 
of the engine. Now the engine bolts 
should be loosened front and rear, the 
rear bolts may be left in place with the 
nuts partly on and the front bolts should 
be completely removed. Next a hoist may 
be placed under the fore part of the 
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CRANKSHAFT GEAR 


Fig. 1!0—Diagram showing the 
amount of slack permissible. Morse 
chain adjustment table: Distance be- 
tween gears, 5 to 7 inches, 8 to 11 


inches. Permissible slack: 3% to 14 


in., Y to ¥% in. 


engine and the engine may be tilted up 
at the front about an inch or two. The 
fan pulley should be removed first and 
the front pan over the timing gear may 
then be loosened and removed. The 
camshaft drive gear will now be exposed. 
This gear is secured to the shaft by a 
Woodruff key and since the gear is fitted 
tightly over a machined joint it will be 
necessary to pull the gear with a gear 
puller. The cover over the lower part 
of the crankcase fitting over the pinion 
timing gear should be removed which 
will allow this gear to be removed and 
replaced. A sectional view of the engine 
is shown in Fig. 12, which will enable 
you to disassemble the outfit. 


COUNTERBALANCING 

Q—Explain difference between a com- 
pensated and counterbalanced  crank- 
shaft. Is the crankshaft now used on 
Hudson Super Sixes compensated or coun- 
ter-balanced.—R. G. Kelly, West Frank- 
fort, Ill. 

These two terms are very similar and 
mean practically the same thing. Com- 
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pensating to overcome forces is gener- 
ally referred to as counterbalancing. 


‘The Hudson crankshaft is designed to 


overcome vibration and the counter- 
weights are so arranged as to com- 
pensate for the rotative forces and also 
a part of the reciprocating masses. 


Some companies are making counter- 








Fig. |11—A view of timing gears and 
chain. Note the set screw S to be 
used in holding the chain in place, 
if generator is removed; also points 
of adjustment of the chain. This is 
effected by swinging the generator 
on its pivot P, after loosening the 
adjusting bolts A 


weights which are only supposed to take 
care of the rotative forces. The balanc- 
ing of the rotating parts of an engine is 
not very difficult but is merely a matter 
of care in construction. The reciprocat- 
ing parts are not so easy to dea} with 
but, however, it is possible to partly 
balance a reciprocating mass by a re- 
volving mass. 


1917 OAKLAND ENGINE 
Q—Publish a cross sectional view of a 
1917 Oakland 6 engine.—A. A. Arnold, Fort 
Wayne, Ind. 


A cross sectional view of this engine 
is shown in Fig. 12. 
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Fig. 12—Sectional view of Northway engine used in Oldsmobile 
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TRANSMISSION ON DODGE 


. Q—When going down hill against com- 
pression the transmission on a 1917 Dodge 
slips out of gear both in first and second 
speed. The transmission seems to do a 
lot of growling in second and first. Has 
plenty of oil. Describe any adjustments 
on this transmission. 

2—Instruct how to remove. and dis- 
assemble transmission to install new 
gears.—R. E. H. Lincoln, Mont. 

1—Refer to Fig. 13, which is a sec- 
tional view of the transmission and 
clutch. You will note the shifting shaft 
plunger at the left end of the shifting 
shaft. There is a notch in the shaft 
which may become worn and the ability 
of this plunger to take hold is dependent 
upon the spring and the notch. We, 
therefore, think it is advisable to exam- 
ine the spring and perhaps it would be 
well to put in a new one. 

The growling noise to which you refer 
is caused by worn bushings on the coun- 
tershaft and worn high speed gears. If 
you will dissemble the transmission, 
remove the countershaft, install new 
bushings and then replace the high speed 
gears we feel sure that the noise will 
disappear. 

2—The general method to be used in 
dissembling the Dodge transmission is 
outlined below in the answer to the 
question of C. c. Hillis, Amo, Ind. 


REMOVING DODGE TRANSMISSION 


Q—Instruct how to proceed to separate 
the transmission on thé Dodge from the 
power plant, 1915 model.—C. C. Hillis, 
Amo, Ind. 


The following is a general method 





MISCELLANEOUS 


First, remove the floor board and remove 
the top of the transmission housing. 
Remove the gear shifting lever and 
shifting fork, disconnect the universal. 
Next remove the shaft gear bearing, this 
will loosen the main shaft so it can be 
pulled out. There is a small bolt which 
holds the countershaft in place and when 
this is removed the gears can be lifted 
out. We cannot outline each step to take 
but if the general directions given are 
followed you will find it is a rather 
simple operation. 


TRANSMISSION BAND ADJUSTMENT 


Q—How far should the arm on timer 
of a Ford which connects to spark lever 
be, to right or vertical, spark fully ad- 
vanced, when viewed from front of car? 

2—How would auxiliary air valve in in- 
take manifold in form of priming cup 
work; which is best location for valve; 
also what size should be used? 

38—This car starts with a jerky motion 
and hums a little on low speed. The 
gears do not look worn or chipped. Is 
this on account of the low speed band 
being glazed?—Royal H. Warinner, Lin- 
coln, Minn. 

1—When fully advanced the arm will 
be about 45 deg. from vertical position. 

2—An auxiliary air valve can be used 
successfully but we do not think it is 
necessary. It would pay to give a little 
more attention to providing a means of 
supplying additional heat properly ap- 
plied to the mixture in the form of a 
hot-spot. The air is just the same now 
as it was ten years ago but the fuel has 
changed considerably. 


8—This jerky motion when the car is 
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Fig. 13—Sectional view of the 1917 Dodge clutch and transmission 
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the bands or perhaps the lining is worn 
and needs replacement. The slow speed 
band may be tightened by loosening the 
lock nut at the right side of the trans- 
mission cover, and turning the adjust- 
ing nut to the right. To tighten the 
brake and reverse bands remove the 
transmission case cover door and turn 
the adjusting nuts on the shaft to the 
right. See that the hands do not drag 
on the drums when disengaged, as they 
exert a brake effect and tend to over 
heat the engine. The bands if worn to 
such an extent that they will not take 
hold properly, should be relined so they 
will engage smoothly without causing a 
jerky motion of the car. The lining is 
inexpensive and may be purchased at any 
Ford service tation. Refer to Fig. 14. 


To remove the -bands take off the door 
on top of the transmission cover. Turn 
the reverse adjustment nut and the brake 
adjusting nut to the extreme end of the 


pedal shafts, then remove the slow 
speed adjusting ‘screw. Remove the 
bolts holding the transmission cover 


to the crankcase and lift off the cover 
assembly. Slip the band nearest the 
flywheel over the first of the triple 
gears, then turn the band around so 
that the opening is downward. The 
band can now be removed by lifting up- 
ward. The operation is more easily ac- 
complished if the three sets of triplex 
gears are so placed that one set is about 
10 deg. to the right of center at the 
top. 

Each band is removed by the same op- 
eration. It is necessary,to shove each 
band forward on to the triple gears as at 
this point only is there sufficient clear- 
ance in the crankcase to,allow the ears 
of the transmission band,to be turned 
downward. By reversing.this operation 
the band may be installedw. 

After being placed in their upright po- 
sitions on the drums, pass a cord around 
the ears of the three bands holding them 
in the center so that when putting the 
transmission cover in place no trouble 
will be experienced in getting the pedal 
shafts to rest in the notches in the band 
ears. The clutch release spring must be 
placed in the rear groove of the clutch 
shaft. With the cover in place, remove 
the cord which held the bands while the 
cover was being installed. 


DISTILLED WATER 


Q—What kind of burners would you 
suggest using on still for battery or ‘the 
best method of heating the ‘water; also 
cide all “y K. for the distilled 
mapoen x. Quic Service Tire Co., 

A very efficient still can be purchased 
at low cost and we believe that it would 
be better to buy one than to attempt to 
make it. However, if you desire to make 
a still, Fig. 15 shows one that can be 
easily built at low cost. Take a copper 
tank and arrange it as illustrated. Run 
a copper tube from the top through 
which the steam can pass. A metal water 
jacket to serve as a means of condens- 
ing the vapor can be easily constructed. 


A gas flame will supply sufficient heat 


to keep the still in operation. Instead 
of using an iron tank as a container for 
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water we suggest using glass bottles or 
a copper tank that is well tinned. No 
dimensions are given on the drawing as 
the size of the still is dependent upon 
the amount of distilled water required. 
If the still must work rapidly you must 
supply a great deal of heat and provide 
sufficient cooling to condense the vapor 
passing through the tube. 


HUDSON WATER PUMP 


Q—Can worn speedometer gears cause 
a humming noise at high speeds if they 
do not bottom? 

2—Can an air control of the later type 
Ifudson be fitted on this model? 

3—What model Klaxon horn are the 
later model Hudsons equipped with? 

4—Describe in detail the construction 
of the water pump drive shaft gear and 
bushings of Hudson Super Six 1918 model. 
—F. R. Kutschemeuter, San Antonio, 
Texas. 

1—Worn speedometer gears will cause 
a humming noise if not properly ad- 
justed, but we do not believe it is pos- 
sible for you to hear a noise that might 
be caused by the speedometer gears when 
the car is traveling at high speed. 

2—The air control which is a metal 
radiator shutter can be applied to the 
1918 model. 

3—We do nat know what model Klaxon 
is used. 

4—-The water pump used on this car 
has a body and impeller of aluminum 
alloy. No pipes or hose connections are 
used between the pump and cylinder 
block. The pump is bolted directly to 
the face of the cylinders and the water 
delivery pipe is cast integral with the 
cylinder block. A cross sectional view of 
the details of the water pump is shown 
in Fig. 16. 

As the pump shaft is employed for 
driving the motor generator, it does con- 
siderable work. The necessary precau- 


tions have been taken to provide ade- 
quate bushings at the front end of the 
pump shaft and in the pump itself. 
There are also provisions for adjusting 
any end play which may develop due to 
the thrust from the spiral timing gears. 
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Fig. 14—-The Ford transmission and clutch showing points of adjustment 


The pump shaft should therefore be test- 
ed for end play by shucking it back and 
forth and noting the amount of move- 
ment. 

A certain amount of play is necessary 
but should this be excessive, more than 
.007 in., it may be necessary to remove 
the pump and add shims behind the 
washers which take the thrust from the 
timing gear and distributer drive. After 
removing the pump shaft, these washers 
should be lifted and a shim of suitable 
thickness placed behind them. This will 
eliminate end play and stop any objec- 
tionable rattle or noise emanating: from 
such. 

Excessive end play, if allowed to con- 
tinue, results in a shucking back and 
forth of the pump impeller, or paddle, 
eventually wearing it or scoring the in- 
terior of the water pump. Provision 
has been made to allow for sufficient end 
play without possibility of damage but 
should the end play exceed 1-64 in., it is 
probable that damage will result. 

The pump coupling should be ex- 
amined to make sure that the taper pin 
which secures the coupling is not loosen- 
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ing and that the key is in place. In in- 
stances where it has been necessary to 
remove this coupling it may have been 
improperly reinstalled. Proper inspec- 
tion will insure the coupling and pin 
being secure so that there will be no 
possibility of the pin dropping out or oi 
the coupling loosening when the owner 
is out of range of assistance. 


ENGINE SPEEDS 

Q—What is the r.p.m. of the Essex 
engine? The Willys-Knight engine? The 
Cadillac, and Dodge engines? What is 
the r.p.m. of the Knight 6 cylinder engine 
of the R & V car and has it much ad- 
vantage over the 4 cylinder?—Julius An- 
derson, Elbeson, Iowa. 

The Essex engine develops 55 hp. at 
2800 _r.p.m.; information ,concerning the 
Willys Knight engine is not available; 
the Cadillac develops its maximum hp. 
at 2650 r.p.m.; and the Dodge engine de- 
velops 35 hp. at 2200 r.p.m. The R & V 
six cylinder engine developes its maxi- 
mum hp. at 2500 r.pm. The advantages 
claimed for this engine over the four 
cylinder engine are the same as claimed 
for any poppet valve engine. 
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Fig. 15—Left: Suggestion for a still to be used in the battery service station 
16—Above: Sectional view showing details of the Hudson water pump 
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E. Z. Valve Lifter 


The great advantage claimed for this 
valve lifter is the fact that when a valve 
is lifted with this device, it will lock and 
hold it in position, leaving both hands 
of the mechanic free to work. It can be 
adjusted to any size car, is of quick 
operation and, according to the manu- 
facturers, will not bend or put the valve 
stems out of true. It is not necessary to 
remove either the manifold or carbure- 
ter in using this valve lifter, and it can 
be used for replacing valves as well as 
for removing them. Manufactured by 
the H. G. Parkhurst & Co., Minneapolis. 


One-Handy Drill 


A one hand electric drill, designed for 
use in the garage, has recently been 
developed by the Knight Engineering & 
Sales Co. of Los Angeles. It has a spe- 
cially designed pistol grip with a switch 
located under the natural position of the 
thumb, which affords complete control of 
the drill with one hand. The drill has 
power sufficient to carry a quarter inch 
drill bit, either steel or wood. The motor 
is air cooled and of universal type, mak- 
ing it possible to operate on either 110 
voltage, direct current, to 70 cycles al- 
ternating current. The drill is incased in 
an aluminum housing and weighs only 3 
lb. complete. 


Julian Visible Pump 


The Julian visible pump measures the 
gasoline in a government inspected gal- 
lon glass cylinder, which is inside an 8 
gal. glass cylinder, thus protecting the 
smaller glass cylinder from the expan- 
sion and contraction caused by heat and 
cold, giving a uniform gallon at all times. 
The register device in the pedestal of 
the pump keeps a daily record of the 
sales, prints and delivers a ticket for 
each sale, giving name of garage, date 
of sale and number of gallons sold to 
each customer. This pump will be man- 
ufactured in Jamestown, N. Y., by the 
Julian Pump & Mfg. Co. 
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Micro Internal Grinder 


The Micro internal grinder is adapt- 
able for either wet or dry grinding, and 
possesses many distinctive features. The 
wet grinding provision is an integral part 
of the machine, but by throwing out a 
push lever, it is converted into a dry 
grinder. The water travels through the 
spindle directly onto the emery wheel. 
Just enough water flows to keep the 
wheel free and flush the cast iron dust 
from the cylinder. As the water flows 
out of the hole it travels back to a set- 
tling basin in the base of the machine. 

In wet grinding of this character, the 
metal being ground is kept cool at all 
times, eliminating any possibility of dis- 
tortion through expansion and contrac- 
tion. The table, which is heavily ribbed, 
has a center rack drive. It slides back 
and forth on the bed, automatically re- 
versing itself by stop blocks mounted on 
the side. The table has a range of six 
speeds from 11 in. to 2% in. per minute. 
There are three T-slots placed length- 
wise of the table, making it possible to 
mount any kind of grinding. B. L. 
Schmidt Co., Davenport, Iowa. 


Edstrom Wrench 


The Edstrom wrench, being placed on 
the market by the Edstrom Machinery 
Co., Cary, Ill., has as its reason for ex- 
istence, several very attractive features, 
one being that it automatically closes 
tightly on the nut and that it is a one 
hand wrench. Further, it may be locked 
in place by the movement of the thumb 
of the hand holding the wrench. 

A positive gripping action is secured 
by the small teeth on the movable jaw 
which engage with similar teeth on a 
sliding lug within the handle. This lug 
is controlled by the thumb lock, a move- 
ment of which forces the lug against 
the teeth of the sliding jaw, thus hold- 
ing it securely. 

The head of the wrench is not very 
large and will fit in many places that 
any standard open end wrench will fit. 
The best grade of steel is used for the 
forging. 
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Biflex Spring Bumper 

Because of the cushioning of the broad 
buffing area of the Biflex spring bars, it 
is claimed severe jolts are absorbed in 
the bumper itself. The twin bar arrange- 
ment of the Biflex makes it a double 
surety bumper as it insures protection 
from the bumpers on other cars. The 
Biflex bumper when attached becomes 
integral with the car without mutilating 
any part of it. Biflex Products Co., Wau- 
kegan, Ill. 


U. & J. Timer 


The U. & J. Timer is built on the rotor 
principle, the rotor being the only 
moving part in the timer. The rotor is 
made ‘of insulating material and it is 
claimed that it will not gather moisture. 
The shell of the timer back of the con- 
tact blocks is lined with insulating mate- 
rial, eliminating the possibility of short 
circuits. The edges of the contact block 
are rounded, so that a reversal of the 
engine from backfire cannot cause dam- 
age. This timer is manufactured by the 
U. & J. Carbureter Co., 505 West Jack- 
son Blvd., Chicago, and retails at $2.50. 


North East Horn 


The North East horn is an electric 
motor-driven horn designed with special 
attention to reliability of operation and 
effectiveness of sound or warning power. 
The tone-adjusting mechanism extends 
out through the motor case which is 
claimed to facilitate adjustment to the 
desired tone. The motor is small and 
compact and the armature is constructed 
so as to insure against the possibility of 





U. & J. timer 





Biflex spring bumper 


the horn going “dead” at critical times. 
The ground armature shaft runs in wick 
lubricated bronze bearings making for 
easy operation. Special fatigue resisting 
crucible tool steel is used in the dia- 
phragm. The horn complete with 
bracket, push button and wire, sells at 
$16 by the North East Electric Co., 
Rochester, N. Y. 
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Truck Radiator 


The Spirex truck radiator is designed 
for Ford trucks. It is built to meet all 
the rigid requirements of truck service. 
The top tank is a heavy cast iron head 
with large vertical ribs having an excess 
water capacity. The tank is supported 
by side columns of heavy gage steel. 
The core of the radiator is of special 
spirex construction in which the core is 
embodied as an independent unit, secured 
to the head by two vertical bolts. 

This may be done without interference 
to the head, frame or water connections. 
The union between the core and head is 


made absolutely water tight by means 
of gaskets. 


All cores for this type of 
radiator are identical in design and are 
interchangeable, allowing the user of a 
fleet of. motor trucks to have one or 
more stored cores thereby avoiding the 
necessity of laying up the radiator or 
machine for repairs. This radiator is 
manufactured by the Modine Mfg. Co., 
Racine, Wis., and is sold by the Zinke 
Co., 1323 Michigan boulevard, Chicago. 


Ford Storm Shade 


Since the windshield of the Ford is of 
a two-piece construction with a station- 
ary bottom section, the Loudon, Inc., 
1303 West Lake St., Minneapolis, have 
devised a shade which can be held in 
place and which will give the desired 
results when the top section of the wind- 
shield is opened. The necessary sub- 
frame is supplied without the necessity 
of altering the windshield in any way. 
This shade is adjustable from _ the 
driver’s seat to any angle, and is de- 
signed especially for the Ford roadster 
and touring car. 





radiator 


Spirex truck 

















40 MOTOR AGE Bra ta oe January 6, 1921 











Motor Age Weekly Wiring Chart No. 111 
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Name of Car and Date on Which Wiring Diagrams Have Appeared in Previous Issues 


Tail Light 
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Allen—June 17, ’20 Dort—Aug. 12, ’20 Kissel—Aug. 19, °20 Peerless—Nov. 18, ’20 
Sept. 30, ’20 Dodge—Sept. 23, ’20 Oct. 21, ’20 Pierce-Arrow—July 15, ‘20 
Apperson—Aug. 5, ’20 Nov. 11, ’20 Lexington—July 29, ’20 Reo—July 22, ’20 
Buick—July 15, ’20, _ Elcar—May 6, ’20 Dec. 16, ’20 Roamer—Aug. 5, ’20 
Dec. 23, ’20 Oct. 28, ’20 Locomobile—June 3, ’20 Sept. 30, ’20 
Cadillac—Nov. 18, ’20 Dec. 2, ’20 Moline-Knight—July 22, ’20 Oct. 21, ’20 
Case—Aug. 5, ’20 Franklin—June 3, '20 Nov. 4, ’20 Dec. 30, ’20 
Oct. 7, °20 Dec. 2, ’20 Moon—July 29, ’20 Saxon—Sept. 9, ’20 
Chalmers—June 17, ’20 Grant—Aug. 12, ’20 Aug. 19, ’20 Scripps-Booth—Aug. 26, °20 
Cole—June 10, ’20 Nov. 25, °’20 Moore—Nov. 11, ’20 Stearns—Nov. 4, ’20 
Crow-Elkhart—July 29, ’20 Harroun—July 15, ’20 National—Dec. 16, ’20 Stephens—Sept. 16, ’20 
Davis—Aug. 12, ’20 Haynes—June 24, ’20 * Oldsmobile—Sept.: 16, °20 Studebaker—July 1, ’20 
Sept. 2, ’20 Jordan—June 10, ’20 Nov. 25, °20 





| 
Oct. 28, ’20 4 
Dorris—Dec. 9, ’20 July 22, ’20 Packard—Oct. 7, °20 Stutz—July 8, ’20 ; 
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Gear Ratios of 1920 Trucks 


M otor A ge Maintenance Data Sheet No 0. 131 














One of a series of weekly pages of information 
valuable to service men and dealers—save this page 





Continued from Last Week Rene Aisle 





Trade Name Model Capacity Ist Speed 2nd Speed 3rd Speed 4th Speed Reverse Ratio 
Ue Mis aa H 2% 4. 127 1. een 3.5 9.25 
ae: kere 659.4 ds G 31% 4.8 3. 1.6 1. 6.5 10.33 
meee 2. aes 273 C 2 3.66 1.91 1 4.46 7.00 
Sa), ee 20 lL. 3. 1.7 | 3.5 7.25 
(i... Se 30 1% 4. 1.7 1. 3.5 7.6 
6... 50 214 4.8 3. 1.6 1 6.5 8.15 
o:. yA 70 31% 3.6 1.8 1 4.6 10.00 
RES hc: piX'a's meses B 1% 3.66 1.91 1. 4.46 7.8 
Ee C 2 3.66 1.91 ie “42h. 4.46 7.8 
1: RR D 3 4.75 2.69 1.60 1. 5.94 7.75 
(| Ree ee iD 4 4.99 3.16 1.79 1. 5.78 8.75 
ss dik edd nthe AA 3% 3.0 Lid 1 3.5 6.75 
rs aor A 1% 2.88 1.63 l 3.38 7.00 
SINS Es Bi a:s vuln ees } 2 3.0 1.68 . 3.5 9.00 
NS 6-4)’ cn Fv B 21% 4.87 3.0 1.6 l 6.5 9.00 
_. + ae DB 2 4. viv lL. 3.6 7.6 
SEG icscsaccicee, Ee 3% 4.8 3.0 1.6 1 6.4 1.2 
SN 0-49 x Rantala A 2 4.0 2.62 1.5 1. 4.81 6.5 
I 5 sb rcicks Sardar AJ 2 4.0 2.62 L.5 - 4.81 6.5 
i ae ee B 3 4.0 2.62 1.5 l. 4.81 7.75 
ae eee Ty BL 3 4.0 2.62 1.5 ee 4.81 7.75 
SR Sictlba este h%s it 2144 4.79 3.13 1.6 1. 6.5 7.80 
SS 8c LeU. ie H 4 4.8 2.94 1.6 1. 6.49 10.25 
a rn A 14 4. EY 1. 3.5 7.00 
Pe oh ee, ae B 214 4.8 3. 1.6 6.5 8.15 
aie C 3% 4.8 3. 1.6 1. 6.5 10.00 
Sia er ple ie ae ermees \ 5 6. 3.2 1.7 l 6.3 12.50 
aS whe dennis be oe N. NC 1% 3.33 1.68 l. rar 4.35 7.6 
ee . NW.NP 3 4.84 2.84 1.76 1. 5.66 7.8 
ie Mac SB id cabnnd las R 4 4.84 2.84 1.76 1. 5.81 8.75 
RR ee oes Ch S 6 5.35 2.84 1.76 Bi 6.43 10.25 
RR EE 46 1% 3.8 2. 1. 1.6 g, 
Mey akts 3418 e wlesechnt A 1% 3.8 2:1 1. 9.3 7.00 
i ey ene eee B 2 3.36 1.75 RE: 5.3 7.00 
ED a in BE ARE, 29 3.36 1.75 l. 4.32 9.5 
MD, Ae Bee ek Fas 30 4 3.36 1.75 F 4.32 5.5 
OL fe ee UE ne es 31 I 3.33 1.68 1. a i 4.35 6.5 
1 Ri mtn ret ay. 22 2 4. 2.62 1.5 # 4.81 7.79 
Eg Fie ete ta eet 23 3 4, 2.62 1.5 2 4.81 7.75 
I Sia 506. dk Ais oe 25 2% 4.8 2.8 1.5 L. 5.8 8.75 
etal ara apes 25P 3 4.8 1.5 1.7 8 . ae 7.75 
Walker-Johnson....... B 2% 4.8 3. 1.6 ) 6.5 8.58 
Walter. . year we S 5 5. 1.32 1.8 i: 5.8 10.00 
Ward LaFrance........ 2B 2% 4.84 2.84 1.76  F 5.81 6.80 
Ward LaFrance........ Ha 3% 5.35 2.84 1.76 oe 6.43 8.70 
Ward LaFrance........ 5A 5 5.35 2.84 1.76 i 6.43 8.80 
WM a e's hk dees cach B 34 3.33 1.68 1. 4.35 6.2 
MN 4 kf cd ene oe WwW 1% 4. 2. Li 4.1 ae 
Whi do 5 0:5 aecwrns > L 1% 4. 2 h. 4.1 
tA ee W2% 2% a. 2 ¥ 4.1 
ci aa a26 © Rinses L2% 2% 4. 2. 1. 4.1 4.1 
NA Ee RR W3% 3% 4.8 3.1 1.8 1 5.1 

Concluded Next Week. : . F bs Se oe Rawr ths SEES ares x! a 
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Lapping in Cylinders and Pistons 


HE function of the piston in a cylin- 

der is to provide a gas-tight mov- 

able partition in the cylinder so that the 

gases may expand and in so doing impart 
the gases to the crankshaft. 


As a mechanical side issue the piston 
also acts as a piston and crosshead com- 
bined, the upper part being the piston 
proper and the lower part the crosshead, 
or guide. 

As it is not feasible, owing to the ex- 
pansion of the piston by heat to make 
it a tight fit in the cylinder, this tight- 
ness must be obtained in some other 
way. 

The most usual method is by fitting 
rings in grooves in.the upper part of 
the piston, which rings are normally 
of larger diameter than the cylinder but 
when sprung into the cylinder are sup- 
posed to fit it perfectly and make a gas- 
tight joint between the ring and the 
cylinder and also between the rings and 
the piston. 

If the workmanship is perfect, the 
joint, although movable, will be gas-tight, 
but unfortunately there is no such thing 
as perfect workmanship, so that all com- 
mercial engines leak more or less gas 
past the pistons and rings. 

In the commercial manufacture of en- 
gines we strive to obtain a round and 
straight cylinder and rings that fit the 
grooves and that are round and of the 
same diameter as the cylinder bore when 
they are sprung into the cylinder. 

However, as no machining operations 
are perfect and it is impossible to work 
to absolutely exact sizes we make the 
parts as close to the exact sizes as com- 
mercial considerations will permit. 


Cylinders Not Quite Round 


This means that every cylinder is not 
quite round, that the hole is not quite 
straight, that the rings do not quite fit in 
the slightly elliptical bore and do not 
quite fit the piston grooves. 

It is true that the differences are very 
slight, possibly not more than half of 





one thousandth of an inch, but even this 
small amount is sufficient to allow an ap- 
preciable amount of hot gas acting under 
300 lb. or more pressure per square inch 
to leak through and cause a loss of 
power. 

Now there is a way of making these 
rings fit practically perfect, and the rea- 
son that it is not practiced by the engine 
makers is on account of the labor cost 
and time it takes to do it. 

The process is known as _ lapping. 
This process is used on all very fine 
work where it is absolutely necessary 
to have perfect fits and where expense 
and rapidity of production are secondary. 

All the finest instruments have lapped 
joints and working surfaces. Gages and 
precision measuring tools always are 
lapped. 

The most familiar example of lapping 
is the so-called valve grinding, which is 
practiced on all engines, because there 
is no better way to do it and by reason 
of the small surfaces it can be done 
quickly. 

On racing cars the pistons and rings 
usually are lapped in, often after every 
race, and it is surprising what a dif- 
ference it makes in the power. 

Lapping in the pistons and rings on 
a single engine that is in fairly good 
condition to start with is not a difficult 
jab, but it will take one or two days to 
get them right. 

One of the first things that you will 
be told by the wise ones to whom you 
mention the fact that you propose to 
lap in your rings with emery is that 
the emery will stay there for years, 
causing excessive wear, and then very 
soon you will have to get a new cyl- 
inder block, etc. 

This is pure “bunk” and is on a par 
with carrying a horse chestnut in your 
pocket to ward off rheumatism. 

In the first place all the emery can 
be washed out and, secondly, if a little 
of it was left in, it soon would wear 
out and cause no trouble. 
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When grinding valves some of the 
grinding material often gets into the cyl- 
inders, but we never hear of new cyl- 
inders being necessary in consequence. 

When cylinders are ground in finish- 
ing, as they are usually, we never hear 
of the emery embedding itself in the 
iron, although in this case the conditions 
are more favorable to such action than 
in lapping. The same is true of ground 
crankshaft bearings, camshaft bearings, 
etc. 

To prepare for lapping, the engine 
should be taken down and thoroughly 
cleaned with kerosene and the parts 
marked so that the pistons and connect- 
ing rods will be lapped and reassembled 
in the same cylinders and in the same 
position as they were originally. 


Solid Bench Needed 


A good solid pench provided with 
heavy wood clamping arrangements to 
hold the cylinder block firmly is also 
necessary. 

A round piece of wood about a foot 
long and of a diameter that will clamp 
firmly in the big end of the connecting 
rods should be provided as a handle. 

If the piston pin is fixed in the piston, 
it will be necessary only to plug the 
ends of the pin with waste to keep the 
emery from working into the connecting 
rod small end bearing. 


Crankpin Jig 


To true up the crankpins of a crank- 
shaft in a lathe it is necessary to use a 
jig at each end so that the crankshaft 
may be swung on the line of the crank- 
pin centers instead of the center line 
of the shaft. A piece is bolted to the 
flange end of the shaft with a hole for 
the lathe center in a direct line with 
the crankpin centers. The jig on the 
other end is slipped over the taper which 
carries the timing gear and is held in 
place by the same nuts which retain 
the timing. gear. 
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t Apparatus for lapping in piston rings on an 
engine with emery, including the wooden handle ad- 


Above: 
crankpins of a crankshaft 
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Retaining Car Till Payment for Repairs 


Opinion Is That Tennessee Statute Gives Title Mort- 
gage Holder Supreme Rights Over Lien for Repairs 


a car into my shop and 

instructed me to go over it and 
make the necessary repairs and install 
the necessary parts to put it in good 
shape, and promised to pay when deliv- 
ered. This work was done at a cost of 
$90 and when Mr. A. was notified, he could 
not pay and we kept the car thirty days. 
Now a Mr. B. claims he has several notes 
due and that he holds title mortgage and 
can remove the car without paying our 
bill. Can this be done?—K. G. Howard, 
Columbia, Tenn. 


A statute of Tennessee gives a lien 
on an automobile for any repairs or im- 
provements made, or fixtures or machin- 
ery furnished at the request of the own- 
er or his agent. But this lien does not 
in any way affect the rights and title ac- 
quired by purchaser without notice. The 
Supreme Court of Tennessee has held 
this lien to be subordinate to that of the 
vender who sold the vehicle upon condi- 
tional sale. (See Show vs. Webb 174 S&. 
W. 223.) 

This lien is good for one year and 
may be enforced by attachment at law 
or in equity or by judgment at law and 
levy of the execution upon the property 
subject to the lien. 

We are, therefore, of the opinion that 
the garage may not legally retain 
possession of a car for his repairs, in 
Tennessee, as at common law. Also that 
the title mortgage holder has superior 
rights to your lien rights for repairs. 
If he was the seller of the car and re- 
tained title, there is no question about 
it. 


R. A. drove 


Is Contract Binding 
Without Approval? 


Q—In a case where a regular form of 
contract for the purchase of a car is 
signed by a dealer and a deposit given the 
distributor’s salesman with the contract 
to be sent in for approval and the dis- 
tributor does not sign the contract nor 
return an approval copy to the dealer, is 
the contract binding on the dealer so that 
he would be subject to forfeiture of the 


Tell Us Your Legal Problems 
EMINGLY knotty legal prob- 


lems are constantly arising in 


the dealer’s business, which even a 
slight knowledge of the law easily 
MOTOR AGE presents 
here the most common legal prob- 


may solve. 


lems which confront the dealer. Mr. 
Gustin, a member of the Chicago bar, 
not only is well versed in the law 
relating to the dealer, but presents it 
in such a way as to be readily under- 
stood by the layman. In addition to 
his articles, Mr. Gustin will gladly 
answer such individual inquiries on 
knotty points as may be submitted 


to him. 


LECREORCEEOOOEODRCOOORROSAE EGGERS EDGOS TORUS ROSE NCSRROSORGSSEROROCESECRERECERESERRLtEReeteeeeeceseseeeesaseseeoese 





SUCCEREOTRGRRRCRSCROCRGRECRRERHERCCEERESEDCRRRRECRRCRREeRReeeeeeeeeeeeceeteneeees 


deposit in case he cannot have the car 
shipped on account of money conditions 
or some other reason?—Manko Motor Co., 
Bloomfield, Nebr. 


From the facts given; whether the con- 
tract is binding depends upon whether it 
was accepted by the distributor. If the 
contract required that, before it was 
binding, an approval copy must be re- 
turned to you written within the time 
specified, or within a reasonable time, if 
no time was set, then :t would not be 
binding against you. 

As a rule these contracts are in the 
nature of orders, or offers on the buyer’s 
part to buy at agreed terms, etc., which 
are converted into binding contracts 
between buyer and seller when approved 
or accepted by the seller. Whether 
notice of an acceptance be necessary 
would depend on the contract and other 
circumstances. Unless the contract 
would clearly show notice must be given 
within a given time, the courts hold that 
the seller is given a reasonable time 
within which to notify the purchaser; 


and a shipment of the car might be suffi- 
cient notice for that purpose. 


If the distributor never approved or 
accepted your order such distributor can- 
not legally hold your deposit. Again if 
the dealer or buyer “cannot have the car 
shipped on account of money conditions 
or some other similar reason,” not pro- 
vided for in the contract, and the dis- 
tributor has not breached the contract 
on his part, such excuses are not suffi- 
cient in law to relieve him under the 
contract. 

Where a deposit is regarded as liqui- 
dated damages for a breach of a binding 
contract, no part of it may be recovered 
upon breach of contract by the buyer. 
But the courts do not look with favor 
upon “forfeitures” as such, and if the 
deposit is larger than the damages caused 
by the breach, the overplus may be recov- 
ered. 


Windshield Cleaner Held 
Not Invention 


Recently the Court of Appeals of Dis- 
trict of Columbia affirmed a decision of 
the Commissioner of Patents denying 
a patent to Gilbert I. Stadeker for a 
windshield cleaner for automobiles. 
Claim five of the applications reads as 
follows: 


“A device of the class specified, con- 
sisting of a metallic rod bent upon it- 
self to form a cleaning portion and han- 
dle portion, the latter portion being pro- 
vided with a series of lateral bends ex- 
tending from side to side in zig-zag man- 
ner to form wide, flat, vertical handle to 
permit the device to be firmly grasped 
and to rest flatwise against the palm of 
the operator’s hand.” 


While this device apparently possessed 
utility the court said its evolution did 
not involve invention. Patents issued 
to Wolfe (No. 1, 171, 377) in 1916, De 
Vore (No. 525, 189) in 1894, and Goodrich 
(No. 1, 211, 698) in 1917, was said to dis- 
close every element of the device of 
Stadeker. 
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COMING MOTOR EVENTS 


Automobile Shows 


Oe EN AM Annual Automobile Show................ 4 














































































































January 
New York Highway Transportation Show. Jan. 3-8 
New York National Passenger Car Show........ Jan. 8-15 
Portland, Ore. Automobile Show 
Philadelphia ....... EERE INES ET 
San Antonio, Texas Automobile, Truck and Tractor Show.... 
Milwaukee .. Annual Winter Show......................... edieeptanionnitchiansieS ois taming an. 17-23 
idamen City Bee EN EE RTL EET A a ee an. 17-22 
Kalamazoo Saat es S| eer ee an. 18-22 
are Automotive Equipment Exposition. ......2.-022002.22.---.-2ce0-eeeoe-- Jan. 22-27 
Baltimore ............... kctabnse DURINUSEE FSUNEPOSEROUDEND “ABIDOWY.-- 2.205 conscnndccsraieactheicleestedvaiedeseseselackb Jan. 22-29 
Holyoke, Mass. .... Se See ee eee ee ARLE een ae an. 22-29 
Cleveland .............. .....«-Annual Automobile Show........................-.- fan 22-29 
gg SR ee Nat’l Motor Show of Eastern Canada....... Jan. 22-29 
TE | A a ee Annual Automobile Show..........................-.... Jan. 23-29 
Lawrence, anna nl arte. i aa ia nhs dnsnprtvcnaapnssamniceamensdctenioninepatecnienall Jan. 24-29 
New Bedford, Mass... ES A Se Re eee) Saeed: S an. 25-29 
SID sti ncesigeetaniintnnencssineigieyenintMOMMNMIONND IOUS cccenecennenencopncerenenrecteoveensioneene= Jan. 29 
Chicago ee i ol nee NR Jan. 29-Feb. 5 
et ea caer ~ Annual Automobile Show ........ Jan, 29-Feb. 12 
Lehigh, Pa. a Annual Automobile Show . Jan, 29-Feb, 12 
Sa eile aR Annual Automobile Show Jan. 30-Feb. 5 
Oakland, Calif. 2.0... SS eee ...Jan. 31-Feb. 6 
London, a National Motor Show of Western Ontario.................... Jan. 31-Feb. 5 
Madison, Wis. ...... ee OE ere. February 
NS PERED SER cee ea ae Annual Automobile Show ........ February 
pms, SES ee eereee Annual Automobile Show...... b. 3-12 
peated .....Annual Automobile Show ..... Feb, 5-12 
eet, A ...Annual Automobile Show..... Feb. 6-12 
ridgeport, Conn. .................. ....Annual Automobile Show............ Feb. 7-12 
“St #7 Oe ee ees Feb. 7-12 
ie OEE Automobile BGhow. .......................... Feb. 7-12 
Yonkersy-N. Y. —..... ae OS ee eee Feb. 7-12 
Maertiera, Conn. —..................... Annual Automobile Show. .0..0..0000020.0-0.0c-cecccceeeeeoeeeeee Feb. 12-19 
Dees mee MeO. oo Ae Automobile Show... <5 ane ee Feb. 12-19 
Fitchburg, Mass. ................4.......... SESS 3h SR RR . 12-19 
ON tan Sai ee Annual Automobile Show.........................-..-...-- Tee 
Ue oa ee ES RE Western Canada Automotive Equipment Show.................... 
San Bernardino, Calif... 22... Annual Automobile Show 
Piet EE IEE Annual Automobile Show..... 

















San Francisco 
Pittsfield, Mass. -.......... 
Grand Rapids, Mich..... 
Louisville, Ky. ............ 
Deadwood, S. D... 
Salt Lake City..... 
Malone, N. Y....... 
Clinton, Iowa .... 
ES EEE OE 
8 SS Se a ae ee 
Schenectady, N. Y.............. 


hes Automobile Show 
..Annual Automobile Show 
..Automobile Business Association........ 
ei et eee eS es 4b 
.....Annual Automobile Show 
aati a“ y - Spee ei eee 
.....Annual -Automobile Show............................ 
icdies Sixth Annual Automobile Show 
ca Annual Autcmobiie 
eee Annual Automobile Show 
desea Automobile Show 



















Wwammmgtnn, Del, ccs I I 
| tag MOOs Pedic cee Arinual Automobile Show ...................... 
_ ____ phidoniaeeiRetiars® IR RE UU dia tctttiselcasstciadsaiensacueassedmebiiiendipio 
Des Moines ................... -----Closed Car Show.......... 
Rt, ES eee RPI IE SE ES ae 2 Feb. 28-Mar. 5 
Brooklvn : RT OT ONTO Ee ES ST March 5-12 


Springfield. Mass. .............. 
Scranton, Pa. _............. 
Syracuse. N. Y_........ 


ess Annual Automobile Show. 
..Passenger Car Sh 
Annual Automobile Show 


....March 7-12 
hea March 7-12 
ea ae Te March 7-12 


























Indianapolis _.......... Automobile Show March 7-12 
Newark, N. J...... Automobile Show March 12-T9 
Boston, Mass. . OS SR er eer ae March 12-19 
Omaha. Neb. ... ee ee OS ee Sa March 14-19 
Greenville, i) aR ...Automobile Show .................. ....March 16-19 
Torrington, Conn. ............... scanMmbman Mammy TU Won sin ios ss ncnsaccts sennsanedinsccanin March 20-26 
Chattanooga, Tenn. ............................ Annual Automobile Show.... : April 
io us a i SERRE Ee nn ee en ee RT ents ke en April 3-9 
cd PP ASE REA IN I stained cil olitsinesnncgaieecictcatioeaitiideseiesstaal April 4-9 
Pa Sea ae GE First Annual Motors and Sportsmen’s Show...................... April 11-16 
Tractor Shows 
Columbus, Ohio Slack Stiinss5 SE CIN 8 Sh ta tS ed ees Feb. 7-12 
OPS Pla 723 iki ick sceteees UI tee UO nackte cetnctabsccien pn bencasar March 14-17 
Foreign Shows 
e_commerce ee, 
Strasbourg —............. hihivsinkclcke EE I OE LES, Oe Se ee a he cee ea eS 
Conventions 
NS TAD .Automotive Service Associations...........................--cssccee-eeeeeoe--e Jan. 10 
New York ... -Society of Automotive Engineers... ...00....000....ceeceneeeeceeeeeee Jan. 11-13 
Milwaukee - .-Wisconsin Automotive Dealers’ Assn Jan. 19 
SARIS S ps ERC N. A. Annual Meeting Jan. 31-Feb. 1 
o_O IR Automotive Electric Service Association.........................-c0--0-- Feb, 2-4 
Races 
Indianapolis Speedway ................-.---500 Mile Race..-.....-.-cececcsoveseescesenens May 30 
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Business Notes 





Officials of the International Steel & Motors 
Corp. have definitely announced that Atlanta 
will be the headquarters of the company and 
that a huge plant will be shortly constructed 
near Rome, Ga., to manufacture a line of general 
steel products, primarily automobile parts. The 
corporation was organized some months ago 
with $10,000,000 capital. The new plant is to 
cost about $1,000,000. . 

The Dunlap Rubber Co., in London, according 
to a cable dispatch, announces that it recently 
raised funds to place its American subsidary in 
a position to complete construction work on the 
$15,000,000 factory at Buffalo and to provide 
working capital. The factory at Buffalo is _vir- 
tually completed but production has not been 
begun although much progress has been made 
in getting an organization together. 


The Wright Manufacturing Co., of Lisbon, 
Ohio, manufacturers of high-speed hoists, screws 
and differential blocks, and steel trolleys, have 
just issued an attractive new catalogue descrip- 
tive of their line. It contains much data of use 
to those interested in hoists and a portion of 
the catalogue is devoted to a discussion of the 
various types of hoists and the field of useful- 
ness of each. 


The Miles Piston Ring Co., manufacturers of 
piston rings for about fifteen automobile com- 
panies, has acquired property on the South Side 
of Chicago improved with a one and two-story 
building. The Gill Piston Ring Co. has recently 
completed an addition to its plant in the same 
city and has plans for further additons next 
year . 

Maxwell Motor Co. will re-open its Newcastle 
Ind., plant as soon as the present supply of 
parts is used up, according to President W. Led- 
yard Mitchell. In addition, the forge work and 
other parts for the Chalmers will be done in that 
city. Mr. Mitchell, General Sales Manager A. | 
Baker and Richmond, general superin- 
tendent of the service department recently in- 
spected the plant. 


The Saxon Motor Car Co., Detroit, has a con- 
tract with Roberts & Monroe, Inc., Bridgeport, 
Conn., for the exclusive use of the Romon auto- 
matic chassis lubricator for one year. The show 
cars of the Saxon Motor Car Co. will be equipped 
with this apparatus, which is a centralized tank 
— care of the bearings at all points of the 
chassis. 


A deficit of $15,047,663 was shown in the an- 
nual report of the Goodyear Tire & Rubber Co. 
for the fiscal year ending Dec. 31, presented at 
the directors’ meeting in Akron. This does not 
include anticipated losses of $19,000,000 on con- 
tractural obligations for rubber and fabric. It 
has been learned in the last few days that the 
company considers the terms of the syndicate of 
eastern bankers too exacting and that efforts will 
be made to raise $50,000,000 without mortgaging 
the plant or giving control of a majority of the 
stock. It is understood an ineffectual attempt 
has been made to interest J. P. Morgan & Co. 


S. F. Bowser & Co., Inc., Fort Wayne, Ind., 
manufacturers of gasoline tanks for filling stations 
and garages, aggregated $9,000,000 in business 
this year of which 1 per cent has been set aside 
to be distributed in bonuses to employees next 
July. It is expected that the 1921 business will 
reach $12,000,000. The company has worked full 
time and with a complete force of 1800 employees 
all year. It has a payroll of $250,000. Although 
sales have been — the past few months it is 
manufacturing at the regular scale and is storing 
its surplus stocks in its various warehouses. But 
as the company’s stocks have been low for some 
time this excess has not yet brought the ware- 
house stocks up to normal, 


The Powelsohn Foundry & Machine Co., Inc., 
Rochester, N. Y., manufacturers of automobile 
valves, pistons and wrist pins had accounts pay- 
able on Oct. 1 of $38,953.29; notes payable, $36,- 
006.71; on Nov. 1, accounts payable, $17,813.67 
and notes payable, $18,857.57, according to’ a 
report of a committee appointed at a meeting 
of creditors. The committee recommends that 
further extension be granted the insolvent com- 
pany and asks to be relieved from further duty. 














